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‘| Thought | Would Blow My Top!”’ 


H. I. DUDGEON doesn’t always look this way. 
But something came up today that really disgusted 
him. Here’s his story, the way he tells it. 


“This morning I’m sitting at my desk wondering 
whether to buy heavy in fall merchandise or play 
it close when my credit manager comes in. He’s 
a good boy, and he’s got what he thinks is a 
great idea. 


***Look, Mr. Dudgeon,’ he says. ‘Here’s our bill 
from the Credit Bureau. Now if we did our own 
checking, we could save that money.’ To me, in 
credit business for 20 years; he says that! 


“For a minute I thought I would blow my top. 
‘Look, Jimmy’, I said. ‘I guess you think that idea 
is brand new. I thought of it 20 years ago. Tried 
it, too. Mister, I learned the hard way.’ 


“We're running a department store here, not a 
Credit Bureau. When we want dresses or furni- 
ture, we go to the people who have them — or 
know where to get them. We don’t try to make 
them ourselves.’ 


***It’s the same way with credit information. 
Those girls working with you don’t know how 
everybody in town pays his bills. Sure, we can 
check references. But did you ever hear of a bad 
reference?’ : 


“One of the best ways to be a success in credit 
is to pass your information worries on to the 
Credit Bureau. Now get back to work and get a 
Gacthilt Report on every application on your desk!’ 


“No wonder I look this way. Now let’s see. If I 
load up heavy on fall dresses ...” 


REPORTS 
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HERE WAS A TIME not very long ago 
when the question of international coopera- 
tion or international relations would perhaps seem 
far removed from the day to day conduct of gen- 
eral business affairs. We all realize that that 
situation has changed considerably in recent years. 
Today, every businessman realizes that in our 
modern age and present world, the question of 
international relations, the problem of interna- 
tional cooperation, in fact the issue of human 
relationship, on an international scale today un- 
doubtedly is one of the most important questions. 
It is important not only before governments but 
before every business organization and private 
citizen, especially in the Democratic countries of 
the world. There is much of irony in the fact 
that one of the great problems now confronting 
the peoples of the United Nations is the problem 
of how to live amicably and at peace together in 
a world which they united to make free. 


The Problem of Human Relationships 


When we consider the tremendous price that was paid 
in winning for this world an opportunity to enjoy an 
era of peace, prosperity and freedom for all, there is 
irony in the fact that shortly after the termination of 
the last world conflict the nations and peoples of the 
world should now be confronted with the problem of 
-human relationships on a scale unprecedented in any 
other era in human history. However, we should not 
lose sight of the basic causes of this strange situation. 

The problem of human relationships and international 
relationships is not new; in fact it is as old as the 
human race itself. But we must not overlook the fact 
that today we are faced with a new set of circumstances 
which is undeniably different from the circumstances 
that confronted the peoples of the nations of this world 
in any previous period of their history. ‘This new set of 
circumstances has come to pass largely as a result of 
the progress that mankind has made in the fields of 
physical science. It is not an exaggeration to say that 
our progress in the fields of physical science has for 
all practical purposes removed the elements of time, 
distance, and space from the peoples of the world. 
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International Cooperation 


HON. E. C. MANNING 


Premier of Alberta, Edmonton, Alberta, Canada 




















In olden days what took place in one country was only 
of remote concern to the peoples of another country. 
They were separated by those great barriers of time, 
distance and space. That is not true any more. Today 
what takes place in the far-away parts of the earth is 
news that you hear within an hour of the time the 
event happened. Distance has been annihilated and 
as a result the peoples of this world which once seemed 
incredibly large, now find themselves thrown into a 
new and close association, one with another. This new 
set of circumstances makes the good and welfare of 
everyone’s section of society of immediate interest and 
concern to all other peoples of the earth. 

Our problems of international and human relation- 
ships would not be the serious problems they are today 
if the people made comparable progress in the abstract 
sciences that have been made in the fields of physical 
science. While we have progressed in the fields of 
physical science, to be honest with ourselves, we have to 
admit the abstract sciences, or the sciences of human 
relationships, have trailed sadly behind, failing to keep 
pace with the progress made in the physical field. What 
is the result? Insofar as the abstract sciences are con- 
cerned today we have a people that in many respects 
do not differ with the peoples of a hundred years ago. 
But those people are living in a world with this new 
set of circumstances which our progress in the physical 
sciences has thrust upon us in a space of a few short 
years. In the light of those circumstances mankind is 
now faced with this all important problem; the problem 
of whether or not he can adjust himself in the realm 
of human relationships to the set of circumstances with 
which he is faced, or whether or not time is going to 
prove his inability to make that adjustment. I do not 
believe it is an exaggeration to say that if the peoples 
of the world can make that adjustment successfully we 
can look forward to the future as perhaps an era of the 
greatest prosperity and development in the history of 
the human race. We would not be realists if we did not 
likewise acknowledge that, if in the light of world con- 
ditions today, men and nations proved themselves in- 
capable of making the necessary adjustments in the 
sphere of human relationships, then civilization as we 
know it, is in all probability headed for its own self- 
annihilation. 
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Let us be realists. What value is all the progress 
we have made in the physical fields if henceforth man- 
kind is to partake of the fruits of his progress in those 
fields, under the constant fear of total war and self- 
annihilation, if we cannot solve the problems of human 
relationships and learn, as peoples, to live at peace and 
amicably in this world. In the last analysis, what last- 
ing benefits stand from all our host of progress in the 
other fields. In trying to analyze and cope with this 
great world problem of today there is a dangerous 
tendency which we must be careful to avoid. It is the 
tendency of people to think this problem of human rela- 
tionships is something that can be left to governments, 
and that it is a problem that ultimately, in some mysteri- 
ous Way, is going to be solved from the top down on a 
world-wide scale. 

That attitude is illogical and dangerous. It is 
dangerous because it produces an attitude of wishful 
thinking and, as a result, when there is failure on the 
part of world organizations and United Nations to 
arrive at an amicable settlement of the world issues of 
today, there is produced a sense of frustration in the 
hearts and minds of millions of people. 

That sense of frustration is all too prominent today. 
It is one of the damaging things to progress in every 
sphere of human endeavor. The attitude of leaving this 
problem to be solved on a world scale is illogical, for 
this reason: You do not make the solution to a problem 
easier by magnifying that problem to the largest dimen- 
sions to which it can be enlarged. 

If men and women have not been successful in solving 
the problem of human relationships in the smaller spheres 
of society, on what logical grounds can it be argued that 
the problem is going to be easier of solution when 
tackled on the level wf a world-wide scale? It is hardly 
necessary to argue with people that humanity has not 
yet been successful in solving the problems of human 
relationships in the smaller units of society. It will be 
correct to say that there is not a country or a nation 
in this world that has as yet been able to solve all of 
its internal domestic problems. This is true of Canada, 
and I think the same is true of the United States or 
any other nation. 

Let us come down to a little smaller unit. Would 
anyone suggest today that we have been successful in 
solving the problems of human relationships between the 
various groups of which the society of each country is 
comprised? All you need to do is read your daily news- 
paper or listen to your radio and every day you will 
hear of the endless disputes and controversies between 
management and labor, between this section of society 
and another, all of which is evidence that we have not 
yet successfully solved the problem of human relation- 
ships even between those smaller units of society. 


Neighbors Still Fight With Each Other 


In individual communities there is something of almost 
humor in the fact that neighbors still fight with each 
other over the back fence and at the same time wonder 
why the nations of the world cannot get along in peace, 
one with the other. The smallest unit of society is the 
family. It is significant that in an age when people 
are talking glibly as if it was an easy matter for the 
representatives of the nations of the world to sit around 


a conference table and solve the problems of the family 
of nations, that that same era should be marked by the 
collapse of more homes than any other period in human 
history. If we have not been able to solve the problems 
of human relationship in our smallest unit of society, we 
are only indulging in dangerous wishful thinking when 
we sit back and fold our arms and believe that the 
problems of international relationships and human rela- 
tionships can be solved on a world scale from the top 
down without responsibility being assumed by individual 
citizens of whom society is comprised. 

There are perhaps three big barriers that stand in 
the way of the solution of this problem. I am sure 
there are other barriers but these three are certainly 
important. The first one that stands in the way of the 
solution to the problem of human relationships is the 
appalling lack of personal responsibility that characterizes 
so many people today. I do not believe anyone would 
challenge that suggestion for every thinking person real- 
izes that it is true. There is an offensively pronounced 
trend today away from the assuming of personal responsi- 
bility. If you doubt this just listen to. who and what 
people blame for all of their troubles and problems. Did 
you ever listen to them talk? They will blame every- 
thing and everybody except themselves as individuals. 
They will blame our educational system, saying it fell 
down on the job; they will blame-governors, in fact I 
sometimes think that is what the people think governors 
are for. ‘This is to blame, that is to blame, but how 
often have you ever heard an individual citizen stand 
up and say, when he discusses the social, economical, 
political and moral problems of today, “I am to blame” ? 
This tendency to pass the blame onto everybody but our- 
selves as individuals is serious in that it indicates a 
tendency away from the assuming of personal responsi- 
bility. 

Lack of Personal Responsibility 

I think it was a matter of interest to all of us to 
read at the close of the last war of how the occupation 
forces, when they moved into Germany, found on the 
part of the German people an utter lack of any sense 
of personal responsibility for the world catastrophe into 
which Nazi Germany had plunged the world. They could 
find many people in Germany who would blame Hitler. 
They could find lots of people who would blame the SS 
troups of the Nazi regime. But from all of the stories 
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that have come out of that occupied land the attitude 
of the average citizen seemed to be that, as far as he 
was personally concerned, he had no responsibility what- 
soever for the catastrophe into which his country had 
plunged the world. Some of us felt ruefully incensed 
about that. Did we have a right to feel incensed? You 
do not have to go outside our own country, or this con- 
tinent, to find the same tendency to evade individual 
responsibility. We rely on governments, organizations, 
anything and everything but ourselves rather than face 
fairly and squarely the issues before us today and do 
something about their solution. 

There is a great trend towards collectivism today. 
Personally, I am utterly opposed to collectivism. I am 
opposed to it because collectivism destroys the individual 
sense of personal responsibility. It has been said, ““Those 
whom the gods would destroy they first make mad.” I 
think that if we were adapting that to our modern age 
we could say, “Those whom collectivism would destroy 
they first rob of their sense of personal responsibility.” 


Solution of Human Relationships 


The second barrier that stands in the way of the 
solution of human relationships is the poisonous swamp 
of ignorance that still exists in this world. Ignorance 
is the breeding ground of suspicion, distrust, fears and 
animosities toward others. Perhaps, in the olden days, 
it did not matter very much whether or not we knew 
about the other peoples and nations of the world. They 
were so far removed from us by time and distance that 
it did not matter if we were in complete ignorance of 
them and their attitude toward the issues of the day. 
But today it is vitally important that you and I, in 
this continent, know what peoples of other continents 
are saying, doing and thinking because we are thrown 
into this new close association with them. We are 
called upon to give judgment and make decisions on 
issues that can only be decided intelligently by men 
and women who are in possession of the facts. Too 
often our knowledge of the peoples and their attitude 
throughout this world today is formed not by an accurate 
knowledge of the facts, but is formed on the basis of 
colored propaganda, much of which often has little if 
any foundation. 

Unless we are successful in drying up the poison 
swamps of ignorance then we must not be surprised if 
they continue to breed suspicions, distrust, fear and 
animosity on the peoples of the nations of this world. 

There is an additional cause or barrier that stands in 
the way to the solution of this problem and that is the 
inherent human selfishness of mankind. I doubt if there 
is any human characteristic that is more destructive than 
selfishness. Human selfishness is the thing that makes 
not on!y individuals but nations refrain from doing that 
which at heart they know is in the public interest to do. 
Because they are more anxious to satisfy their own indi- 
vidual or national selfishness, they leave undone things 
that they know should be done in the interest of the 
public good. That is just as true of nations as it is of 
individuals. It is all very well for us to wonder why the 
nations of this world cannot forget their selfish interest, 
when at the same time we are expressing that wonder, 
we, as individuals and in the sphere of business and every 
other round of society, still scheme to attain our own 
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selfish interests and to satisfy our own selfish desires. It 
is all very well to talk of the barriers that stand in the 
way of the intelligent solutions to this problem of human 
relationships but that does not do anything toward 
solving it. 

Three antidotes to the three barriers could be the 
The present tendency toward 
evading personal responsibility must be replaced by a 
real sense of personal responsibility on behalf of each 
and every citizen. “Those of us who are privileged to 
live within the Democratic countries of this world have a 
particular responsibility in this regard. Too often we of 
the Democracies are just a little too inquiring and talk 
a great deal about the rights and privileges of our 
Democratic way of life. That is all very good. Those 
are things that we treasure above all others. But too 
often we fail to emphasize the fact that every right that 
is ours by virtue of our Democratic way of life carries 
with it a corresponding responsibility, and every privilege 
that we enjoy because we live in a Democratic land 
carries with it corresponding personal duties. We cannot 
avoid these things without ultimately destroying the very 
thing that gives to us those rights and those privileges. 
It is time that perhaps we should stop talking solely of 
our rights and privileges and did a little more talking 
about our obligations and responsibilities attached to 
those rights and privileges under our Democratic way of 
life. 


following suggestions. 


There Is No Substitute for Truth 


The poisonous swamp of ignorance can be dried up 
only by letting in the sunlight of truth. There is no 
substitute for truth. Our time is only served to under- 
score the statement of the greatest teacher that ever 
walked this earth and said, “Ye shall know the truth 
and the truth shall make you free.” We hear a lot of 
talk about freedom today. We must not forget that 
unless men and women individually come to the place 
where they respect truth and appreciate and seek after 
whatsoever things are true, there is no hope of drying up 
the poisonous swamp of ignorance that breeds the sus- 
picions and the haunting fears that plague the human 
race today. 

As long as peopl¢ are more interested in sensational 
propaganda than they are in knowing the facts of the 
issues upon which they are called to make decisions, 
then we must not be surprised if the swamps of ignorance 
continue even in an age that boasts of all its enlighten- 
ment and the progress it has made in the field of educa- 
tion. 

When it comes to overcoming inherent human selfish- 
ness, the worst of all human characteristics, a practical 
application of the old fashioned principles, commonly 
referred to today as the true Christian way of life, is 
an excellent antidote. It may sound old fashioned to 
some people and they may think it is modern and up to 
date to relegate the faith of our fathers to the back- 
ground, and the principles of Christianity to a realm 
of abstract ideology. The fact still remains that the 
application of those principles in the individual eyes of 
men and women, all down the centuries, has done more 
to transform the lives, thinking and the attitude of 
individuals than any other single factor recorded in our 
long story of human history. wk 
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Permanent Budget or Revolving Credit Accounts 


RAY H. BULTE, Manager, Credit Sales, Stix, Baer & Fuller, St. Louis, Mo. 


ERMANENT BUDGET or Revolving 

Credit Accounts in which there is so much in- 
terest today are really not new. For many years, 
credit granters have seen the need to supply their 
customers with a service that had all the con- 
veniences of a regular thirty-day charge account 
but on which payment could be spread over sev- 
eral months. In fact, this was a problem of the 
collection staff. Perfectly good customers bought 
on thirty-day accounts but paid in installments, 
not slow enough to make the account unprofitable 
or unsatisfactory, but surely not in accordance 
with thirty-day terms. It is much better then to 
make arrangements for customers in this class 
whereby they can buy their needs throughout the 
year and pay a budgeted amount each month with 
a reasonable service charge added to cover the ad- 
ditional expense. These, then, were the conditions 
which motivated those who conceived the Perma- 
nent Budget type credit service. 

Stix, Baer & Fuller has had Permanent Budget Ac- 
counts since 1939 and I am more enthusiastic about them 
today, after nine years’ experience, than when they were 
originally introduced in St. Louis. A demand exists for 
this type of account and our steady and substantial growth 
in this division proves there are unlimited possibilities 
and additional business to be attracted. 

Our policy is to permit customers to decide how much 
they can budget monthly for their needs and then give 
them a limit of credit six times the monthly installment. 
If the customer wishes to pay $10,00 a month, the maxi- 
mum that may be owing at any time would be $60.00. 
We try to have our customers pay a minimum of $10.00 


each month as this gives us a credit sales potential of 
$120.00 a year. 


Limits and Monthly Installments Allowable 


Smaller limits and monthly installments are allowable 
($5.00 monthly with a $30.00 limit, or $7.50 monthly 
with a $45.00 limit), but the amount of business is not 
enough to make it profitable. Our average limit is 
$90.00 payable at $15.00 monthly. Statistics show that 
we sell Permanent Budget Account customers an aver- 
age of $178.00 a year. This is within $10.00 of the 
average on regular charge accounts. 

Credit requirements need be more liberal than asso- 
ciated with regular thirty-day accounts, but our experi- 
ence shows that many who apply for Permanent Budget 
Accounts are better credit risks than those whom we ac- 
cept on regular account. Likewise, the ability to pay 
the monthly installment on Permanent Budget Account 
is considered rather than the limit. The individual who 
can pay $20.00 or $25.00 a month and whose Permanent 
Budget Account limit is $120.00 or $150.00 would qual- 
ify for a $50.00 limit on a regular thirty-day account. 
Another important factor to consider is the past paying 


record. Many who are reported slow in the past were 
not slow of their own volition but because they could 
not pay on a thirty-day basis for seasonal needs that were 
far greater than current income. These same people sold 
on Permanent Budget Account prove excellent customers 
and pay their installments promptly. 

Control is important and more difficylt than on thirty- 
day charge accounts where limits may be exceeded but 
payment required promptly. Many Permanent Budget 
Accounts are limited to far less than the credit responsi- 
bility and need of the customer and these limits should, 
of course, be increased. The average permanent budget 
account, however, agrees to pay what her budget allows 
and when the balance exceeds the limit she is unable to 
increase her monthly installment to equal one-sixth of 
the balance owing. For that reason a moderately strict 
control is advisable. We, at one time, had a floor de- 
livery limit of $25.00 but later reduced it to $10.00, 
which allows much better authorization control. As we 
are on conventional billing, our billing machine oper- 
ators notify us when an account exceeds the limit. After 
analyzing the account as to past paying experience and 
credit responsibility, we ask the customer to increase his 
limit or pay the over-purchase. Those who cannot or 
will not keep the account reasonably within the limit, 


(Turn to “Budget Accounts,’ page 19.) 








LOSE YOUR 
RECORDS 


AND YOU LOSE MONEY 


* 


This is as true for you as it is for 
any other business. Statistics 
indicate that when Accounts 
Receivable are destroyed 404,-604, 
prove uncollectible. There is also 
considerable expense involved 
when records are replaced. 


We will mail you, on request, a 
simple explanation of how you 
can be protected against such 
losses. 


THE PHOENIX -CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES 
30 TRINITY STREET, HARTFORD 15, CONN. 
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Trends in Credit Sales and Credit Costs 


The table below shows, in comparison with 1946 
figures, that cash sales increased in every volume group 
for which figures were available. The increase was 
particularly marked for instalment sales, reflecting 
the termination of Regulation W. Although small stores 
transacted higher proportions of cash business and lower 
proportions of charge business, the four groups with 
sales over $5,000,000 all conducted about the same pro- 
portion of regular charge business, even though it was 
the stores in the top volume group which reported the 
highest typical ratio of C.O.D. sales. 

This table shows the principal costs of granting credit 
measured both as percentages of net credit sales and as 
percentages of total net sales. From the management 
standpoint, the first measure, of course, is the more 
significant one. The largest item of credit cost is the 
payroll in the accounts receivable and credit department. 
Quite typically large stores have some advantage over 
smaller establishments in the ratio of this outlay to total 
credit sales, and the 1947 data supported this tendency. 
Comparison of the figures for this payroll item in the 
six top volume classifications for the two years yielded 
no significant differences. Evidently the greater propor- 
tions of credit sales in 1947 required no more than pro- 
portional increases in the accounts receivable and credit 
payroll. With respect to losses from bad debts, this cost 
advanced in 1947 as a percentage of total net sales, but it 
is evident that this rise reflected principally an increase in 
the ratio of credit sales to total sales and that as measured 
in percentage of net credit sales bad debt losses did not 
mount significantly in 1947 except for the top vulume 
group, comprising the stores with sales over $50,000,000. 

The other principal cost of granting credit, interest on 
accounts receivable (an imputed rather than an actual 
charge), behaved differently. This cost registered an in- 


crease in 1947 in relation to net credit sales for every 
volume group for which figures were available. Ob- 
viously the explanation lies in a slower rate of turnover 
of accounts receivable; and this explanation immediately 
is confirmed by the ratios of average accounts receivable 
outstanding to total credit sales, since these ratios ex- 
hibited increases for 1947 in all the volume groups for 
which figures were available. The range of common 
figures was from 15 per cent to 20 per cent in comparison 
with figures running from 13 per cent to 17.5 per cent 
in the preceding year. 

For 1939 average accounts receivable outstanding 
typically ranged from 22 per cent to 26 per cent of net 
credit sales. This comparison is important from the 
standpoint of financial management; should the decline 
in the turnover of accounts receivable in evidence in the 
1947 figures carry this ratio to its prewar level, as typified 
in the 1939 figures, there will be a necessity of providing 
more working capital to finance a normal volume of 
credit sales. 

The figures for returns and allowances are in this 
table because it is commonly supposed that they bear some 
relationship to the proportion of businéss done on a credit 
basis. The 1947 data nevertheless do not lend support 
to this theory. The proportions of regular charge sales 
for the four groups of stores above the $5,000,000 mark 
were similar, ranging from 43 per cent to 45 per cent, 
and yet from group to group the returns and allowances 
were progressively greater, the returns in the top volume 
group being twice as great in relation to sales as those in 
the $5,000,000 to $10,000,000 group.—Operating Results 
of Department and Specialty Stores in 1947, Harvard 
University, Boston, Mass. 
mission. 


Reproduced by special per- 


Common Figures for Credit Data for Department Stores 












































Net Sales (in thousands) 
Items 
Less than $250- $5c0- $1,000- $2 ,000- $5,000- | $10,000- | $20,000- $50,000 
$250 500 1,000 2,000 5,000 Y0,000 20 ,000 50 ,C00 or More 
Totel Number of Reports 41 34 4g 55 56 52 4g 33 14 
SALES BY TERMS OF SALE: ¥ 
Cash Sales ° ° 45.04 42.5% 40.0 & 40.0% 
C.0.D. Sales ° * 62.0 § 57.0% 56.C % 2.0 .7 — 9.0 
—_., - ° ° 4.0 3.8 4.0 1.0 
Regular Charge Sales ° ° n ; 44.0 44.0 45.C 43.0 
Instalment Salest . bd 36.0 9.0 } we 5.C 6.C 7.5 7.0 
Total cose eoee 100.0 % 100.0 100.0% 100.0% 100.0 % 100.C % 100.0 4 
NET CREDIT SALES = 1008: 
Payroll: Accounts Receivable 
and Credit ° ° « 1.65% 1.5% 1.35% 1.25% 1.2% 1.3% 
Losses from Bad Debts ° ° 0.3% 0.2 0.25 0.25 0.3 0.35 0.6 
Interest on Accounts Receivable a ° 0.65 0.6 0. 0.7 0.8 0.75 0.75 
Average Accounts Receivable 
Outstanding ° ® 16.C 15.¢ 18.0 17.7 20.0 18.9 18.8 
NET SALES = 100%: 
Payroll: Accounts Receiveble 
and Credit * . . 0.7 % 0.7% 0.7% 0.7 % 0.65% 0.6 % 
Losses from Bad Debts 0.05% 0.1% 0.1% 0.15 0.1 0.15 0.15 0.2 0.3 
Interest on Accounte Receivable 0.15 0.2 0.25 0.25 0.3 0.35 0.4 0.4 0.35 
STURNS AND ALLOWANCES: 
% of Gross Sales . . 2.6 % 4.24 5.7% 5.6% 7.7% 9.1% 10.7 % 
% of Net Sales ° . 2.7 44 6.C 5.9 8.3 10.0 12.C 
AVERAGE GROSS SALE ° . ° $3.90 $3.20 $3.60 $4.12 $4.15 $4.95 























“Usable data not available. 
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tIncluding other term accounts 
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THAT REMEMBERS WHAT 


OTHER CALCULATORS FORGET 


The result of 


appears here—can instantly be 
transferred to the “memory” dial. 


each calculation 


Bege 
meee 


One glance at this sleek, streamlined beauty 
suggests that something pretty exciting has 
happened in the field of figures. 


It has ... and Burroughs did it! 


You're looking at a lightning fast electric 
calculator with a built-in memory ... a 
Burroughs Calculator that stores the results 
of individual calculations in its exclusive 
“memory” dials. The accumulation of these 
results is there in the rear dials, ready to 





Individual calculations are 
“remembered” here; their net 
result appears automatically. 









give you the net result with no refiguring, 
no pencil-work. 


And what this new Burroughs Calculator 
that remembers can do to speed office work, 
cut office costs, is a story in itself. Your 
Burroughs representative is mighty anxious 
to put the machine through its paces in 
your own office, on your own work. 


Give him a chance; it will open your eyes! 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 26, MICHIGAN 


Burroughs Calculators 


FASTER TO OPERATE 





EASIER TO LEARN 


Please Mention The CREDIT WORLD When Writing to Advertisers e) 











The Tenets of Your Profession 


ALEXANDER HARDING, Assistant Credit Manager, John H. Pray & Sons, Boston, Mass. 


KNOW OF NO tthree principles that are 

more important to the success of a credit man- 
ager than: 1. Open the account properly, 2. Col- 
lect the account in full, and 3. Maintain the cus- 
tomer’s good will. 

Open the account properly is an interesting one 
from the point of view of the home furnishings 
store. Pray’s, established in 1817, is the oldest 
home furnishings store in New England, and one 
with the youngest point of view. The most im- 
portant step in the life of any account, large or 
small, is the opening. Barring unforeseen circum- 
stances, that is when you decide whether or not 
this is going to be a collectable account. If your 
interviewers are properly trained and experienced, 
they, more than anyone else, can answer that 
question. 

Brief Application Blank a Necessity 


In a home furnishings store where individual sales 
sometimes run into hundreds and even thousands of 
dollars one might think that the new account applica- 
tion would of necessity contain as many questions as a 
federal income tax blank, but it is quite the contrary. 
I believe in a brief but nevertheless complete application. 
Credit men are losing sight of a vital fact when they 
do the majority of their thinking from the angle of 
credit rather than from the customer’s angle. There is 
no reason why we should not think along her lines as a 
salesperson does. We might as well get the idea into 
our heads that the customer is the one who holds the 
purse strings and whether or not we have a job depends 
on her. 

Unfortunately, the average individual has the concep- 
tion that when they come into a credit department to 
open an account they are going to be put through a third 
degree questioning. It is our job as credit executives to 
turn this interview into a friendly chat and dispel that 
thought from the customer’s mind. We must not expect 
to, and be disappointed if, we do not find something 
wrong with our prospective credit customers. Adopt the 
attitude that many law courts do when someone files a 
bill in equity. A famous jurist once said, “He who 
comes into equity must come in with clean hands.” We 
have adopted that idea in our store and it pays dividends. 
Transform the interview for credit into a friendly chat. 
This cannot be achieved if your application blank looks 
like the lease to your apartment. 


Our application blank measures five by eight inches 
and contains the following eight basic questions: 1. Name 
of husband and wife, 2. Present address, 3. Occupation, 
4. Place of employment, 5. Rent or own the property, 
6. If rented, the landlord’s name and address, 7. Trade 
references, and 8. Bank references. In case the first two, 
residence and employment, are less than five years we ask 
for those locations covering a five-year period. We do 
not ask for personal references. 
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Some folks heartily disagree with me on that theory 
but it is by difference of opinion that we are able to learn 
new angles. Recently I discussed personal references with 
one of my good friends and fellow Credit Manager. He 
was amazed that personal references did not interest me 
one iota, and that I would rather have one trade reference 
than a dozen personal references. 


First, a trade reference is 
factual and unbiased, whereas a personal reference can 
usually be counted on as being favorable. How many 
answers to personal references have you received that 
have been of anything but a favorable nature? 


I will reason this out. 


No one 
gives a personal reference that will be anything but 
favorable. Second, personal reference does not tell you 
how the applicant pays his bills, so from a credit stand- 
point it has no value. Last, but not least, most people 
dislike giving personal references because they have an 
obsession about friends and neighbors knowing of their 
personal and private affairs. You will probably tell your 
customer that you do not contact the personal reference. 
We have all said that at one time or another. The cus- 
tomer’s reaction is probably, and rightfully so—If you 
are not going to contact the reference why do you want 
it? You then find yourself in the position of explaining 
why you really want it. Another important feature 
about personal references is that many times they can 
not respect a confidence. You and I, as credit men, 
get upset over that fact because we are groomed in the 
practice of respecting confidences every day in the week 
and it is second nature with us. 

I have spent only seventeen years in credit business. 
Thirteen of those years have been divided between re- 
porting and bureau management, so I know what the 
fellow on the other side of the desk contends with. You 
are probably saying to yourself, ‘““What if the customer 
skips—then there is a use for Personal references.” Peo- 
ple can and have been located time and time again by 
means of business and trade references as easily as by. 
personal ones. I have proved that, on many occasions, 
as a reporter. A personal reference might help in locat- 
ing a skip, however, my first principle is to make the 
customer feel at ease while opening the account. 


More Information Secured 
From Informal Interview 


By talking with the new customer in an informal 
manner she will tell you more about personal affairs 
than you could ever hope to obtain by direct questioning. 
After she leaves your office make notes on what she has 
told you, put it all together, and see how complete an 
application you have taken. It is worth the gamble on 
both large and small accounts. During a friendly chat, 
you can sell your customer the idea that you are granting 
her a favor in allowing her to open an account in your 
store. It is not accomplished with so many words, but 
rather by implication which has worked wonders in many 
cases. The decision having been made as to the type of 
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account she desires brings up the most important and 
outstanding features of the interview, namely, manner and 
promptness of payment. Whether it is a charge account 
or budget account help the customer to understand the 
terms clearly, 

A the bottom of our application blank just above the 
signature line we have this statement in bold type, “It is 
understood that charge accounts require payment in full 
within thirty days.” When the application is completed 
and the customer is asked to sign it she cannot help but 
read this statement. In fact, we usually place the pen on 
the statement when asking for her signature. The inter- 
viewer's position is as much of a selling job as that of 
any salesperson in your store. The salesman has done 
his or her job in selling the merchandise, but the sale is 
clinched by the interviewer who goes even beyond that 
and sells the store as a whole to the customer. Sell not 
only this sale, but the services the store has to offer. 


You cannot consider the account opened until you have 
checked with your credit bureau and have received a 
complete report. The credit bureau report can be likened 
to the last piece that goes into a jigsaw puzzle. The 
picture is incomplete until the last piece is put into 
place. Your local credit bureau is privileged to its own 
system of giving credit reports. However, the informa- 
tion should be to your satisfaction because credit bureau 
service is a merchandising package for which you pay. 

Granting credit can be likened to asking the cashier 
for the same amount of money as the credit for which 
the customer is asking. If we credit men will think 
along these lines rather than feeling that it is only 
merchandise they are giving to their customer and that 
it has repossession vaiue, credit losses would be far less 
than they are today. We try to authorize in that light 
and impress that fact on our authorizers and it pays 
good dividends. 


Losses From Profit and Loss Accounts 


Within the past seven years our profit and loss have 
averaged less than .14 of one per cent. The brief applica- 
tion outlined above has been in use that entire period. 
We average declining less than ten applications for 
credit in a year’s time. What is the answer? Our 
interviewers do not interview a. customer, they chat 
with them. It may take a little more time than high 
gear production but it is successful. 

At the end of the month or cycle period, depending 
upon your billing practice, you send out the bill and 
it is the responsibility of the credit department from that 
point on. They will proceed with their usual dunning 
and if it reaches the point where it is brought to the 
attention of the collection or credit manager, one of 
the first things he says is, “Let me see the application.” 

That is another important reason why the account 
should be well opened. If there is sufficient information 
both on your application and bureau report it makes the 
job of the collection department easier. In other words 
you are placing in their hands the proper tools with 
which to do the kind of a job that management expects. 
When the application proves of some assistance to the 
collection department only then can the account be con- 
sidered properly opened. wk 
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——— Butterfield’ s——— 


Credit and Collection 
Letters 


@ This booklet contains a selection 
of thirty outstanding letters for 
credit department use. They are 
designed for your use with a mini- 
mum number of adaptations. Many 
require only the insertion of your 
firm name. 


@ All letters are based on the fun- 
damental fact that friendliness and 
consideration for the other fellow 
win his good will and cooperation. 
You will be able to use these letters 
in your own business—letters that: 


1. Build good will while collect- 
ing accounts. 

2. Induce cash customers to open 
accounts. 

3. Establish cordial relations with 
newcomers. 

4. Bring inactive accounts back 
to life. 

5. Hold good will while declining 
credit requests. 

6. Win the confidence of new 
credit patrons. 

7. Create customer loyalty by say- 
ing “thank you.” 

8. Develop consumer pride in pay- 
ing promptly, and 

g. Stimulate the use of new charge 
accounts. 


Se 


SS o's S'S 


SS 


@ These thirty effective letters cost 
you only five cents apiece. Order 


today. 
$1.50 





NATIONAL RETAIL 


CREDIT ASSOCIATION 
Shell Building . St. Louis 3, Mo. 
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How to Interview Credit Customers 


(Payment Records and Terms) 
FRANK CRUTCHLEY, Credit Manager, N. Snellenburg & Company, Philadelphia, Pa. 


LL FACTS REQUIRED in the application 
for credit are important. In their order of 
importance, they are: 1. To identify the appli- 
cant, 2. Verify the stability of address, and 3. Em- 
ployment and income. However, this momentous 
information still does not reveal how he pays his 
bills. 

In the case of a single person without previous credit 
experience you must base your extension of credit on 
the first three factors. If they indicate a stable in- 
dividual, and personal references verify that you are 
dealing with a responsible person who has sufficient in- 
come, then you are justified in extending an amount of 
credit which conforms to ability to pay. Generally, 
a parent is satisfactory as a guarantor. The guarantor 
should be investigated as well as the applicant. They 
need not own real estate but it is desirable. Under no 
condition will we, in our store, accept anyone as a guaran- 
tor unless he is a person of adequate means. 


Previous Credit Experience 
Married people who do not have previous credit experi- 
In their case, 
however, it is easier to establish stability, assets and 
reputation. 


ence are handled along similar lines. 


In the absence of previous credit experience it is wise 
to carefully consider the granting of credit to applicants 
in the following classifications: applicants who rent a 
room; uncertain income jobs; waitresses; waiters; bell 
boys; summer jobs; commission salesmen and saleswomen 
of magazines; night club entertainers, etc. All of these 
applicants move about frequently and are likely to prove 
to be serious collection problems. 

When references are given on an application where 
previous credit experience can be obtained, our problem 
is considerably lessened. But previous credit experience 
is not proof of payment. A previous prompt record for 
$25.00 may not mean that the $150.00 now wanted will 
be paid promptly, or at all. What you must prove is— 
Can the customer pay the amount of credit wanted under 
his or her present conditions? The kind of credit ac- 
count to be extended should then be considered in rela- 
tion to the past credit experience. Is the applicant a 
charge account customer? An _ installment account 
customer? A coupon account customer, or some of any 
two or all three kinds of accounts? 

If the applicant has been a previous customer with 
you on one type of account and paid according to terms, 
your problem is a simple one. Simply determine if the 
credit to be granted conforms with ability to pay. The 
customer’s will to pay has been proven. A new applicant 
with your company, however, has to be considered from 
the past experience with other creditors. Today, you 
should have complete details from all references, that is, 
year the account was opened, highest credit, balance 
owing, last sale and how paid. The word “satisfactory” 
is of no value to you today. 
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Paying habits will be revealed to some extent by the 
manner in which former accounts have been paid. Most 
applicants will have had some credit experience at one 
time or another and the skilled interviewer will deter- 
mine the period and extent of such experience. He will 
generally ask if a radio, washer, refrigerator or similar 
merchandise has been bought on credit previously. If the 
answer is in the affirmative, he will find out when and 
where, amount involved, monthly payment and when the 
account was closed. Next, how much is currently owed 
and manner of payment. Former accounts may have been 
paid in a satisfactory manner but the manner of paying 
present accounts may reflect a distinct change in paying 
habits. The change may be the result of changed atti- 
tude toward obligations, excessive debt in relation to in- 
come or unforeseen emergencies which temporarily affect 
ability to pay as agreed. 

In the case of existing accounts with other stores it is 
important to find out if the obligation is a 30-day or 
budget account. This will facilitate prompt clearance of 
inquiries and, in turn, expedite final disposition of appli- 
cations in the credit office. Ordinarily, it is not difficult 
for the interviewer to obtain information on accounts 
at other stores if those accounts are up-to-date. When 
balances are past-due there may be an attempt to conceal 
or withhold information, but the interviewer who is 
experienced in dealing with people will quickly detect 
any lack of frankness. He will make a mental note of 
evasiveness or hesitancy in answering questions and record 
his impressions after the interview is concluded and the 
applicant has left the office. 


Bank Reference on Application Form 

Complete application forms provide space for any given 
bank reference. It need not show that a savings or 
checking account is carried there. The interviewer 
should develop complete information regarding any paid 
or existing bank loans, when arranged, purpose of the 
loan, terms of repayment and balance owing, if any. 
Frequently, bank loans are revealed by the inquiry about 
former accounts as bank loans are widely used to finance 
the purchase of household appliances, home repairs, etc. 
Generally, a budget or coupon account that is paid no 
more than one month slow is considered a satisfactory 
record. Many customers become a little slow due to 
temporary emergencies, such as illness, strikes, unemploy- 
ment and similar conditions.. On the other hand, if all 
references report such slowness over a period of years 
it indicates living beyond income and reports should be 
analyzed more carefully. Charge accounts paid within 
90 days are in the same class. 

You should try to obtain the total balance owing by the 
applicant to all creditors at the time of the request for 
credit. Always remember that a customer may be paying 
creditors promptly on balances owed at the present time. 
But the additional credit, if granted, may be too much 
for him. Then all creditors suffer because of the unwise 
extension of additional credit. 
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Specific credit references that a customer can give you 
today are: other stores, personal loan departments of 
banks, small loan companies, finance companies, credit 
unions, grocers, etc. There has been a tendency among 
all of us to ignore the importance of total debt and debt 
patterns in the consideration of new applications. The 
day is at hand when we must consider not only how the 
applicant has paid in the past, how he is paying today, 
but also, how can and how will he pay in the future. 
This can be determined only by analysis of his present 
balances outstanding and the amount of spendable in- 
come he has available for additional obligations after 
providing for retirement of existing commitments. Under 
present conditions you should know what is owed to each 
segment of business. It is not enough to ask your appli- 
cants where they have store accounts. But specifically 
to ask, when the interview indicates it, “Do you have 
any loans at banks, finance companies, small loan com- 
panies or your credit union?” 

Names of small loan companies are often given as 
reference. ‘The wide awake interviewer will not miss 
the implication in this and he will not fail to find 
to what extent the applicant has resorted to borrowing 
from loan companies. It is important to know how often 
and how much he has borrowed, and if he owes anything 
at the present time. It is also essential to know the 
purpose of such loans. Loans are frequently arranged to 
liquidate balances on other accounts and it may be found 
that it was necessary to refinance loans. A balance of 
$200.00 on which monthly payments are being made is 
no different whether at a store or financial organization. 
It is still $200.00 to be paid. If an applicant told me that 
he owed $200.00 to a financial company, I would be 
concerned whether he is not overloading or asking for 


too much credit at one time. At least, I would want to 


make sure that the additional credit could be paid with 
reasonable promptness. 


An Example of Poor Interviewing 

A glaring example of poor interviewing is when a 
single person, renting a room with a take home pay of 
$55.00 per week has been granted nearly $1,000.00 in 
credit. This would prove that each interviewer con- 
sidered the applicant only from the viewpoint of his own 
credit. Why didn’t the interviewer learn of these 
accounts ? 

Present day living costs are absorbing more and more 
of the family income and many families have little or 
no surplus above fixed living costs. In the light of 
such conditions if the applicant is already obligated on 
two or three accounts, permitting him to assume an 
additional obligation may be open to question. If it 
appears that he is carrying all the debt he can safely 
handle tell him so in a friendly, courteous manner. If 
you authorize an account in the face of such a situa- 
tion you are merely creating a possible collection problem. 
Do not rely on the customer’s statement alone. All 
new applications for credit and renewals if inactive for 
two years or more should be cleared through the credit 
bureau. You will never have a complete picture of the 
customer unless you continually add your records to 
those in the credit bureau. The most impartial reference 
is obtained when you let the credit bureau clear it for 





Borrow and Prosper (H. L. Edsall, P. O. Box 115, 
Verona, N. J., 65 pages, $1.00). The book is intended, 
the author says, for individuals who lack thrifty instincts. 
For average people it offers a method of debt consolida- 
tion through budgets for various expenditures and the 
use of personal loans to maintain family accounts in 
liquid position. The book contains 11 charts which the 
reader can use for bookkeeping purposes. 


LB 


Principles of Accounting (Prentice-Hall, 70 Fifth 
Avenue, New York 11, N. Y., third edition, 670 pages, 
$5.65). This new edition has been expanded to include 
material such as payroll deductions and taxes; the 
last-in, first-out inventory basis; and a more complete 
discussion of corporations, reserves, and departmental 
profit and loss statements. More attention has been 
given to accounting theory both throughout the book and 
in a chapter devoted exclusively to theory and principles. 
The chapters on notes and bills of exchange have been 
enlarged and the portion of the first chapter dealing 
with capital stock and surplus as elements of proprietor- 
ship equity has been rewritten. 





you. Personal rivalry and competition is eliminated this 
way. 

Credit should be promoted as a convenient and proper 
method of making purchases. Terms, however, must have 
definite meaning and, at the end of the interview, the 
interviewer should carefully explain the terms. Be sure 
that the customer understands what is expected of him 
so that there will be no chance of a misunderstanding 
later on. Make it clear that you expect payments to 
be made promptly each month. If you have the slightest 
doubt regarding the applicant’s ability to handle a charge 
account with reasonable promptness, then tactfully sug- 
gest a budget or coupon account and explain their 
advantages. If a budget account does not appear to be 
warranted, recommend a larger down payment or a 
will-call to enable a larger down-payment to be made. 
From previous payment record, learn the ability of the 
customer to pay and select the means of payment to fit 
that ability. In other words, try to sell the customer 
somehow. 

The interviewer can and should be a friendly adviser, 
working for the best interest of both the customer and 
his store. He can decline accounts in a manner that will 
build and retain good will. It is true that some appli- 
cants will resent declined applications, but a reasonable 
person sees the wisdom of the interviewer’s action when 
he has had time to think it over. 

Caution! Paying experiences on transactions more 
than two years old should be used as indications of pay- 
ment only. Present conditions may be entirely different 
from those at that time. They may be better or they 
may be worse. Current payment experiences reflect 
current ability to pay. wk 
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Authorization— 


Winthrop B. Wellman 
Assistant Credit Manager 

Halle Brothers Co. 

Cleveland, Ohio 


Uverlimit Control 


UTHORIZING is one of the most important 
functions of the credit office. Customer good 
will can be destroyed through incorrect or slow 
approval of charges or sales and customer good 
will can be increased by prompt authorization. 
When a customer has once made his or her 
selection, they do not like to stand around waiting 
for the credit department to authorize the charge. 
Because of the need for speed, it is a common 
practice to allow a customer to present a charga- 
plate or some other means of identification to take 
merchandise without waiting for the approval of 
the credit office. The release limit on charga- 
plate varies from $5.00 to $35.00, and in some 
unusual conditions the limit is increased. Some 
department stores have a release limit of $50.00 
on ready-to-wear merchandise. Current economic 
conditions have much to do with the limits. 
There are five different kinds of authorizing: 
1. Tube line, 
2. Telephone, 
a. Regular 
b. National cash register 
Negative, 
Package or delivery authorization, 
. And, number authorization. 


ae 


In tube authorizing, the salesperson sends the entire 
salescheck through the tube line. If the authorization 
is done in the tube room, the tube room authorizer looks 
up the account and authorizes the purchase if the account 
is in good standing. If the account is over limit, closed, 
or restricted, the salescheck is then dispatched to the 
credit office. The refer authorizer checks the account 
and authorizes the saleschecks if within her limit. If 
over the authorizer’s limit, she refers the salescheck to 
the head authorizer or the divisional credit man. If 
the authorizer cannot locate the account in the active 
file, she checks the inactive file, street file, telephone criss- 
cross, city directory, or new account book. Any sales- 
check which cannot be approved -is referred to the divi- 
sional credit manager, who will either approve the charge 
or instruct the authorizer to hold the merchandise. In 
case of take with, the customer may be asked to come to 
the credit office. When the customer is referred to the 
credit office, the salescheck is attached to the ledger card 
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so that the credit man may have a complete history of the 
account when he interviews the customer. 

Here is a list of seven suggestions which have been 
prepared by a large university for the training of an 
authorizer : 

1. Orientation 

2. Explanation of the carrier—(different kinds of 

which should be handled first and necessity of keep- 
ing the salescheck with the carrier). 

3. Information required on a salescheck when 
a. Charga-plate is presented 
. Charga-plate not presented 
c. Purchase made by someone else 
d. Merchandise sent to different address 
. Over certain amount 

f. Wear now and send old 
4. Checks to be referred 
a. Accounts which cannot be found 
b. Over limit 
c. Notation 
. Authorization of refer saleschecks 
a. Locate account 
b. Analysis of account (age, limit and pay habit) 
c. Hold when necessary and corrections to be 
made. 
6. Authorization of other charges (alteration, repair. 
and labor) 
. Other duties, keeping supplies and stamps. 


oa 


o 


st 


~I 


Authorizing by Telephone 

The next type of authorization is telephone. Here the 
salesperson calls the authorizer who handles that particu- 
lar account and gives the following information: 

1. Last name first 

. First name and middle initial 
. Address 
. Amount 
Handwritten or charga-plate 
. Bought by whom? 


Nn & Ww bo 


oO 


lf the charge is approved, the authorizer says, “Okay 24.” 
If the account is over limit, the authorizer refers the 
ledger card or history card to the head authorizer or 
divisional credit man. If customer is referred to the 
office, a slip showing the amount of the account, the 
amount of the purchase and department is given the 
credit man. 

The next type of telephone authorizing is the National 
Cash Register system, which embodies the same pro- 
cedure as the telephone authorizing previously mentioned 
except that the salesperson places the salescheck in a 
machine by the telephone and, if the charge is approved. 
the authorizer pushes a key and her number is automati- 
cally stamped on the salescheck. With this system, the 
authorizer does not do as much talking with the sales- 
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person; should the salesperson be busy or distracted for 
the moment, the authorizer would not be delayed in 
waiting for the salesperson to acknowledge the okay 
negative authorization. 

This is where a list of accounts on which no charges 
are to be approved is given to the tube room or refer 
authorizers. When charges are sent to the tube room 
and if a name does not appear on the list or in the 
Rand, the charge is approved if it is under $10.00, on 
handwritten saleschecks and, under $25.00, on charga- 
plate saleschecks. The following are the reasons one 
store had for putting the account on the negative list: 
Accounts closed, our order 
Accounts closed by customer 
. Charge-off accounts 
Fraud charges 
. Non-responsibility notices 
. Lost or stolen charga-plate 
. Over limit 
. Only self to use 
9. Slow accounts 
10. Special notations 
11. Strictly limited 
i2. Rejected accounts (carried three months) 
The next authorization method is the package or delivery 
authorization, ‘This plan which is used in some stores 
relieves the salesperson of all responsibility even for 
notifying the authorizer on charge send sales. This 
requires placing an authorizer in the delivery room and 
necessitates all goods for delivery going through his 
hands. He checks the name of each salescheck against 
his records. If he approves the sale, he stamps the 
salesslip stub which he leaves on the package. Other 
goods are withheld from the delivery trucks. This plan 
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relieves congestiom at wrapping desks and results in. 


better service to cash and charge take-with customers. 


Numbers Authorization 


The last type of authorizing is called numbers author- 
Authorizing by street numbers is the most 
modern method of authorizing and so far only a few 
stores have adopted it. Those who have, say it is the 
quickest and most accurate method they have ever used. 
Starting with number one and continuing through the 
highest number the streets or the customers are listed 
alphabetically. For example: 

No. 1 Aaron Street—J. C. Miller 

No. 1 Abbington Rd.—R. B. Black 

No. 1 Allan Ave—S. R. White 
until the No. one for all streets A through Z are listed. 
Then repeat the same process on numbers two, three, etc., 
until the highest number has been reached. Some organ- 
izations use the customer’s last name instead of the street 
for alphabetizing. The theory behind this newest of 
authorizing methods is that people make far fewer mis- 
takes in obtaining numbers on address than they do in 
getting the name and initials. The authorizers them- 
selves prefer the address type of authorization. To con- 
vince yourself of this fact, look at the condition of the 
telephone crisscross book in your office. All of the 
authorizing we have mentioned has pertained to depart- 
ment stores. Authorizing by banks, finance and loan 
companies is done when the customer applies for credit 
and the application is accepted. The loan is then 
authorized. kkk 


ization. 





CREDIT MUSTS 


1. Require a complete application containing 


10. 


the following: 


A. Given name, middle initial and cor- 
rect spelling of last name. 

B. Full name of wife. 

C. Number in family. 

D. Last residence address and if resided 
there less than two years, the last 
previous address. 

. Whether owns home, boards or rents. 

. Name of employer. If more than 
one position held in the past three 
years, name of former employers 
covering that period of time. 

G. Positions held and, if possible, the 
department in which applicant was 
employed. 

H. Names and addresses of trade ref- 
erences, both open credit and instal- 
ment. 

I. Bank references, and whether check- 
ing or savings account. 

J. Name and address of one friend and 
one relative. 


hj 


. Obtain a full report from your credit 


bureau. 


. Be sure your credit terms and policies are 


understood by the customer. 


. Educate new customers to the importance 


of prompt payments. Follow such ac- 
counts in the early stages of delinquency. 


. Report to the credit bureau any account 


more than 90 days past due. 


. Permanently close accounts of chronic slow 


paying customers. 


. Do not permit the pyramiding of accounts. 


Observe credit limits, and if the customers 
are entitled to larger limits, increase them. 


. Deferred payment accounts should have 


the same intelligent handling: 

A. Complete credit reports are essential. 

B. Instalments should be followed in 
from three to five days following 
maturity. 

C. Don’t permit instalment customers to 
overbuy because they are to pay in 
monthly payments. 

D. Follow customers for additional busi- 
ness, if payments have been met in 
a satisfactory manner and not more 
than three instalments remain un- 
paid. 


. Inactive charge accounts should be fol- 


lowed monthly and the reason for inac- 
tivity ascertained. This attention is ap- 
preciated and builds sales. 
It is your responsibility to: 

A. Increase credit sales. 

B. Collect accounts promptly. 

C. Build good will for your firm. 
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Ralph L. Printz 
Canon City, Colo. 





Wm. I. Korpela 
Shawnee, Okla. 











Harry E. Boyd 
Belleville, Ill. 











Earl A. Riley 
Bridgeport, Conn. 








Frank E. Sherod 
Cleveland, Ohio 
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EN OUTSTANDING MEMBERS of the Associated 
Credit Bureaus of America were presented with Inter- 
national Achievement Award plaques at the International 
Credit Conference at Banff, Canada on June 8, 1948. The 
award winners were selected from the 2,200 members of the 
Associated Credit Bureaus of America on the basis of con- 
tributions to the credit bureau and collection service professions. 
The purpose of the award is high-lighted by the wording 
on the plaques “For Unselfish Service and Meritorious Con- 
tributions to the Profession in our Program to Better Serve 
the Credit Granters of North America.” Awards were made 
in each of five population brackets. 


Collection Service Division Winners 


In the Collection Service Division, Ralph L. Printz, Owner- 
Manager, Credit Bureau of Fremont County, Canon City, 
Colorado, received the award for the population bracket, 0 to 
14,999. Mr. Printz is past president of the Collection Service 
Division of the Associated Credit Bureaus of the Rocky Moun- 
tain States and a member of the Associated Credit Bureaus 
of America, Collection Service Division Committee. He is 
recognized as an authority on collection management. 

William I. Korpela, Owner-Manager, Retail Merchants 
Association, Collection Department, Shawnee, Oklahoma, 
was honored in the population bracket 15,000 to 24,999. 
A past president of the 4th District, Collection Service Divi- 
sion and a past member of the Associated Credit Bureaus of 
America, Collection Service Division Committee,Mr. Korpela 
has contributed much to the development of collection service 
in his area. 

In the population bracket 25,000 to 99,999, Harry E. Boyd, 
Owner-Manager of the Credit Bureau of Belleville, Belleville, 
Illinois, was selected to receive the award. Mr. Boyd is im- 
mediate past chairman of the Associated Credit Bureaus of 
America, Collection Service Division Committee. He is a 
member of the Board of Directors of ACB of A and has served 
as president of his state and district organizations. He has 
made an outstanding name for himself through his many com- 
munity and collection activities. 

Earl A. Riley, President, Credit Bureau of Bridgeport, Inc., 
Bridgeport, Connecticut, was recipient of the award in the 
population bracket of 100,000 to 249,999. Mr. Riley is 
president of the Collection Service Division of the North- 
eastern Credit Bureaus, Inc., and a member of the Associated 
Credit Bureaus of America, Collection Service Division Com- 
mittee. A comparative newcomer to the collection business, 
he has earned a reputation of rendering excellent service locally 
and nationally. 


The award for the highest population bracket, 250,000 and 
up, was presented to Frank E. Sherod, manager of the Collec- 
tion Department, Credit Bureau of Cleveland. Mr. Sherod 
has long been active in state and district affairs having served 
as president of the Collection Service Division of Ohio; presi- 
dent, 5th District, Collection Service Division, and a member 
of the Associated Credit Bureaus of America, Collection Serv- 
ice Division Committee. He is known for his ability to 
develop new collection procedures and systems. 
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International Achievement Awards 
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ted HE CREDIT BUREAU DIVISION award winners 

rer- were selected on substantially the same basis as the Collec- 

nal tion Service Division winners; civic contributions, outstanding 

“he service and participation in state, district and national affairs. 

the The winner in the population bracket 0 to 14,999 was Mar- 

on- garet Huggins, Manager, Credit Bureau of Hickory, Hickory, Margaret Huggins 
ns. North Carolina. Mrs. Huggins has demonstrated that a credit Hickory, N. C. 
ing bureau in a relatively small community can become a dynamic 

on- force in the city’s business and civic life. She has been active 

rve in credit circles and held office in the Associated Credit 

ade Bureaus of North Carolina. 











William F. DeVere, secretary-manager of the Cheyenne 























Credit Bureau, Cheyenne, Wyoming, received the award in the 
ers population bracket from 15,000 to 24,999. Mr. DeVere has 
1er- been an officer of national credit organizations for the past 
ity. twenty years and has contributed much to the development 
7“ of the credit bureau structure in the Rocky Mountain States. Wm. F. DeVere 
vice He is recognized as an authority in the development of cor- Cheyenne, Wyo. 
un- respondent service and has done an efficient job of covering a 
‘AUS wide territory. 
2 is Max Meyer, manager of the Credit Bureau of Lincoln, 
Lincoln, Nebraska, was honored in the 25,000 to 99,999 popu- 
ants lation bracket. He was one of the pioneer members of the 
ma, Associated Credit Bureaus of America and has given many 
99. years of service on the Board of Directors. His contributions 
ivi- to the City of Lincoln in all phases of community life have 
s of made him one of that city’s most valued citizens. 
pela Harry P. Earl, manager of the Credit Bureau of Salt Max Meyer 
vice Lake City, Salt Lake City, Utah, was awarded the plaque Lincoln, Neb. 
in the 100,000 to 249,999 population bracket. Mr. Earl 
ovd, because of his experience in credit granting has been able to 
‘lle. “tailor” the service of his bureau to fit the needs of his sub- 
im- scribers. He has served as a director of the Associated Credit 
. of Bureaus of America and is at the present time vice-president 
is a of the organization. 
rved Fred S. Krieger, manager of the Credit Bureau of Mil- 
has waukee, Milwaukee, Wisconsin, was honored in the largest 
-om- population bracket 250,000 and up. Mr. Krieger served as 
the association’s president during the past year and traveled 
Inc.. thousands of miles representing it before credit granters groups Harry P. Earl 
the all over North America. His bureau is recognized as one of Salt Lake City, Utah ‘ 
y is the most efficient large bureaus in existence. Its service record 
yrth- and the manager’s cooperative spirit merit special recognition. 
1 no Last Year’s Winners 
ness, The bronze plaques that were presented in both divisions 
cally remain the permanent property of the winners. This is the 
second annual presentation of the awards. Last year’s win- 
and ners of the Credit Bureau Division awards were: Louis Ludke, 
Son. Fort Dodge, Iowa; James Hays, Harrisburg, Pennsylvania; 
rod George Robinson, Richmond, Virginia; and, L. S. Gilbert, Fred S. Krieg 
. . . oe aye . ger 
wed Atlanta, Georgia. In the Collection Service Division the Milwaukee, Wis. 
weal award winners were E. H. Strasma, Kankakee, Illinois; Ted 
mer Barger, Lincoln, Nebraska; W. D. Woolley, Tulsa, Oklahoma; 
Rosy. and, Earle Dows, Minneapolis, Minnesota. 
y to Credit granters of North America are assured better service 





as ACB of A members strive for these awards. 
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Banff Conference Notes 















THE THIRD MEETING 
of the Quarter Century Club 
of the National Retail Credit 
Association was held Wednes- 
day, June 9, 1948, in the Angus 
Room of the Banff Springs 
Hotel, Banff, Alberta, Canada. 
Those present were: 





Leo M. Karpeles 

Oscar A. Spletter, Milwaukee, Wisconsin 

Erwin Kant, Milwaukee, Wisconsin 

J. Gordon Ross, Rochester, New York 

Owen M. Jones, Fort Worth, Texas 

Dean Ashby, Omaha, Nebraska 

C. H. Bosler, Omaha, Nebraska 

A. J. Kruse, St. Louis, Missouri 

Stuart C. Bliss, Portland, Oregon 

Lindley S. Crowder, St. Louis, Missouri 

Max Meyer, Lincoln, Nebraska 

Leo M. Karpeles, Birmingham, Alabama 

T. A. Nickel, Birmingham, Alabama 

Annie Mae Polk, Nashville, Tennessee 

Mary A. Huddy, Rochester, New York 

W. C. Durham, Jackson, Mississippi 

T. L. Ford, Pittsburgh, Pennsylvania 

N. M. MacLeod, Spokane, Washington 

G. Grosz, Fargo, North Dakota 

Ernest G. Harlan, Antioch, Tennessee 

W. C. Slotsky, Sioux City, Iowa 

Thos. Downie, Vancouver, B. C., Canada 

E. K. Barnes, Spokane, Washington 

R. E. Buckingham, Nashville, Tennessee 

August C. Wehl, Milwaukee, Wisconsin 

President Max Meyer presided. He welcomed the 
members and said he was pleased there were so many 
present. He requested names be submitted of those 
eligible to join the Quarter Century Club. 

President Meyer said twenty-five year pins should be 
worn at all credit functions, at the annual breakfast of 
the Club, and during the attendance at each International 
Conference. Those who do not have a pin are to write 
to the St. Louis office. It was moved by Leo Karpeles 
and seconded by A. J. Kruse, that, beginning with the 
annual breakfast in 1949, any member not wearing the 
club pin pays for his breakfast. The motion was passed. 

President Meyer was the recipient of a letter from 
Miss Alma Spiller, Louisville, Kentucky, a member of 
the National Retail Credit Association for over 30 years, 
expressing regret because she could not attend the break- 
fast club meeting. 

At the request of the President, those to be considered 
as candidates for offices were nominated and each nomina- 
tion was seconded. They are as follows: 








Notice 
IF YOU paid the registration fee of $10.00 and 
because of flood conditions in the Northwest 
or any other reason were unable to attend the 
Banff Conference, notify the National Office, 
218 Shell Building, St. Louis 3, Mo., at once 
and the amount paid will be refunded. 
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President, Leo M. Karpeles 
Vice-President, N. M. MacLeod 
Secretary, Colonel Franklin Blackstone 
Treasurer, L. S. Crowder 


As there were no other nominations, the candidates were 
declared elected unanimously. 

Leo M. Karpeles is Secretary-Treasurer, Burger- 
Phillips Co., Birmingham, Alabama, and for a number 
of years was Credit Manager of that Company before 
assuming his present position. He has held numerous 
important offices in the N. R. C. A., including the Presi- 
dency in 1938, and has been a loyal and active worker in 
the credit fraternity for many years. N. M. MacLeod is 
Manager of the Spokane Credit Men’s Rating Bureau, 
Spokane, Wash. He is the Dean of Credit Bureau 
Managers, having been in Credit Bureau work since 
1898. Colonel Franklin Blackstone, Credit Manager, 
Frank and Seder, Pittsburgh, Pa., has also been active in 
retail credit work for a large number of years, and in 
1919 was President of the National Association. 


Honorary Life Membership 
for Retired Members 


It was moved by Erwin Kant, and seconded by Owen 
Jones that any member of the Club who is retired be 
given an honorary life membership card in the National 
Retail Credit Association and be a life member of the 
Quarter Century Club. This motion was passed unani- 
mously. 

It was suggested that, each year, a page of the May 
issue of The Crepir Wor-p be devoted to publicizing 
the Quarter Century Club. Mr. Crowder said this could 
be arranged. 

A letter is to be sent by the Secretary to each member 
of the Club, in advance of the Convention at Boston, re- 
questing attendance at the Annual Breakfast. Oscar A. 
Spletter moved, Dean Ashby seconded the motion and 
the motion passed that the letter be sent as suggested. 

Owen Jones moved that the names of members and of 
those eligible to join the Club be mimeographed by the 
N. R. C. A. office each year; that this list be mailed to 
each member and eligibles, and published each year in the 
program of the National Conference, as well as in the 
May issue of The Crepir Woritp. This motion was 
seconded by J. Gordon Ross and then passed. 

Erwin Kant, First President of the Club, was asked 
to make a few remarks. Mr. Kant hopes for a larger 
attendance at future meetings and with the plans sug- 
gested, more should become interested. It was suggested 
that the early history of the Association and of credit 
bureaus be written by a member. It was mentioned that 
Dr. Clyde Wm. Phelps could have a student write it as 
a thesis in connection with college work. 

The meeting adjourned at 9:00 A.M.—T. L. Ford, 
Acting Secretary for Colonel Franklin Blackstone, Sec- 
retary. wee 
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Accounts’”’ 


(Beginning on page 7.) 


‘Budget 


are asked to return the Permanent Budget Account 
charga-plate. The return of the plate is requested by 
phone or by letter; in aggravated cases we send our out- 
side collector to pick it up. Customers seldom refuse to 
surrender the charga-plate upon request. Of course our 
original contract and application has a clause that the 
charga-plate is the property of Stix, Baer & Fuller and 
must be returned upon request. 

Collections must be followed up vigorously. We dun 
for payment five days after the due date (10th of each 
month) and require the installment be paid promptly or 
the service is withdrawn. This collection policy is the 
secret of the success or failure of Permanent Budget 
Account systems. Be extremely liberal in credit exten- 
sion, but uncompromisingly strict in collecting. Few 
customers will resent a courteous, tactful, but insistent 
collection follow-up, especially if you did a good job 
when the original application was taken and they were 
given a full explanation of the requirements for promptly 
paying the installment and keeping within the limit. 
Do not mince words. They will have greater respect for 
you and the proper handling of the account. 


Extension of Time Costly 


The longer extension of time for payment of these 
accounts is costly from a bookkeeping, financial and 
supervisory viewpoint; therefore, the service charge is 
mandatory. We, in St. Louis, add 1 per cent to the 





EFFECTIVE 
COLLECTION 
STICKER 








A NEW 
STICKER 


HAS IT OCCURRED 
——— — 


month-end balance and find it about covers the cost of 
our operation and credit losses. This may appear exces- 
sive when considered as an interest charge. However, the 
additional expense items such as control, collection and 
higher ratio of loss, for which the service charge should 
provide, must be taken into consideration. 

I do not consider this type account in the least bit 
dangerous. It may be somewhat inflationary, but we 
have found that usually necessities are bought on this 
plan and that charges rarely come through for luxury 
items. It is true that we have not gone through a great 
depression as experienced in the early thirties, but if such 
were the case I would not anticipate much more trouble 
on these accounts than I would with the middle-income 
group represented among our charge accounts. 


Loss on Permanent Budget Accounts 


A higher ratio of loss on Permanent Budget Accounts 
is expected than on thirty-day accounts. Our charge off 
in 1947 was seven-tenths of 1 per cent. One per cent 
is a reasonable charge off, but with the service charge 
cushion, 2 per cent or*2.5 per cent, would not be pro- 
hibitive. 

I believe you will find this information profitable on 
Permanent Budget or Revolving credit accounts. We 
are getting business from many customers attracted by 
newspaper publicity, but more from word-of-mouth ad- 
vertising by those customers already enjoying the privi- 
leges of Permanent Budget accounts. However, potential 
business from regular charge account customers is greater 
for all applicants who have the basis for thirty-day 
accounts. ake 
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is the measuring stick by 
| which all credit granters 
| judge you. 

| Do you realize that your 
_ , failure to pay this account 

| | may affect ‘your credit | 
| standing? | 


| PROTECT YOUR CREDIT | 
BY PAYING PROMPTLY | 


| 
i cavcihenbechabaiinntentasesniinamnamnts ob 


To be used on past-due accounts 
when other appeals fail. Con- 
sistent use will increase collec- 
tions and reduce credit losses. 


Only $250 a thousand 
~~or 
National Retail Credit Association 
Shell Building St. Louis 3, Mo. 


| 

| 

| 

: 
RECORD | 
| 

| 























that your unpaid account, if en- 
tered against your record in the 
files of the credit bureau, may 
jeopardize your credit standing? 


sociation, of which we are 4 
member, is an international or- 
ganization and in the files of its 
affiliated credit bureaus are main- 
tained accurate, up-to-date rec- 
ords on millions of credit cus- 
tomers. 


@ PLEASE protect your credit 
standing by making payment NOW 


A new sticker, the wording of 
which should influence chronic 
slow-paying customers to mend 
their ways. Tied in with N.R.C.A. 
membership and Bureau affilia- 
tion, it will command attention. 


Only $250 2 thousand 


National Retail Credit Association 


Shell Building St. Louis 3, Mo. 





| | 
| | 
| | 
| | 
| | 
| | 
| | 
| | 
The National Retail Credit As- | 
| | 
| | 
| | 
| | 
| | 
| | 
| | 
| | 
| | 


j accounts. 
account is reported to them, 


|. Guard your credit by pay- 
ing all bilis promptly. 
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This CREDIT BUREAU sticker 
carries an excellent educational 
Message and should be used on 
accounts more than 60 days past 
due. Order from your local 
Credit Bureau or National Office. 


Only $ZBSO a thousand 


er 
National Retail Credit Association 
Shell Building St. Louis 3, Mo. 
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Is That Check Good? 


HOW CAN WE be certain that the check being 
cashed is good? After my 25 years in banking and credit 
business I am convinced that there is no positive identifica- 
tion. Even after an introduction by someone known to 
me, a few checks have been returned. However, in 
those cases, the usual reply was, “I met him last week 
at the corner tavern and he seemed okay to me.” 

It is not practical to say, “We do not cash checks.” 
A business could not last long on a strictly-cash_ basis. 
Fundamentally, checks are credit. As a credit man, you 
know that the world revolves on credit and a check is 
credit or trust. 

My practice is to request the presentation of an 
automobile driver’s license or some other identification 
that has a description of the individual on it. It is true 
that the driver’s license gives a general description only, 
and other people may have similar characteristics, there- 
fore, appearing to be the same person, but it would be 
an unusual case. While the check-passer is searching 
for his driver’s license, you can observe membership 
cards, courtesy cards, etc., with the same name and 
address on them. If time permits, a quick call to the 
bank, even long distance, will help put your mind at 
ease. The cost of a long distance call is cheaper than a 
bad check. During the procedure, make an effort to 
draw the person into a general conversation of where 
he is from, his business, and personal hobbies. Most 
people are sociable and will talk freely if their purpose 
is honest. Use the same careful judgment of personal 
character that is used in extending credit. 


If Check-Passer Has No Identification 

If the check-passer does not have satisfactory identifica- 
tion on him, inquire as to why he is in town, if any 
businessman in town knows him personally, or similar 
questions. If the answers are all unsatisfactory, simply 
excuse yourself for not being able to accommodate him. 

I am wary of an overconfident, big-sounding person, 
or the obviously agreeable and docile individual. 
Usually, the first one is trying to bluff his way through; 
and the other, with his portrayal of Casper Milquetoast, 
hopes to throw the credit man off guard. 

The majority of checks returned, “Not Sufficient 
Funds,” should be recorded with the credit bureau, to 
be noted on the customer’s file. After all, it was a case 
of abused credit. Generally, the writers know the check 
will not be good and use this means to gain time. In 
most cases it is a definite indication of living above their 
entire income. 

We credit men must protect our firm and our personal 
reputation as much as possible. I have accepted bad checks 
in the past and will probably receive more in the future. 
But, we should keep bad checks down to a minimum by 
approaching the cashing a check in the same manner as 
we grant credit—G. G. Alexander, Credit Manager, 
Linz Bros., Dallas, Texas. wk 


20 CREDIT WORLD 


AUGUST 1948 


Stokes Heads Chicago Credit Group 
The Associated Retail Credit Men of Chicago, Illinois, 


recently elected the following officers and directors to 
serve for 1948: President, W. C. Stokes, Marshall 
Field & Co.; Vice-President, R. G. Mihm, The Fair 
Store; and Secretary-Treasurer, T. E. Abbott, Carson, 
Pirie, Scott & Co. Directors: John D. Kemper; A. M. 
Van Sickle, Lyon & Healy Music Store; George F. 
Gersten, Mandel Brothers; R. P. Johnson, Spiegel, Inc. ; 
John T. Pirie, 2nd, Carson, Pirie, Scott & Co.; H. R. 
Cross, Charles A. Stevens Co.; Murray Waller, Baskin 
Clothing Co.; J. C. Gilliland, Aldens, Inc.; Margaret 
Nagel, Stop and Shop; and C. D. Bain, Weiboldts, Inc. 








Positions Wanted 


Orrice AND Crepir SALES ManacGer. Has wide 
knowledge of retail furniture store operations; thor- 
oughly experienced in general office administration, ac- 
counts receivable and payable, personnel and customer 
relations, investigations, collections, advertising, etc. Well 
qualified for top flight position of responsibility. Highest 
credentials. Age 38. Box 685, The Crepir Wor vp. 





Executive with experience in credits, accounting and 
general office supervision. 14 years in retail shoe store 
and 6 years with ladies ready to wear store. Age 4/7, 
married. Will go anywhere. Box 381, The Crepit 
Wor _p. 

Credit and Collection Manager. Fifteen years’ ex- 
perience in credit, accounting, financing and public rela- 
tions. Age 39, married. For past three years have been 
assistant credit manager in large top-ranking department 
store. West Coast preferred. Box 882, The Crepit 
Wor _p. 

Credit Manager or Assistant to Credit Manager 
desired with an Américan Company. Now Credit Man- 
ager for large wholesale automotive house in Canada. 
In retail and wholesale credit field and office routine 
two and one-half years. Age 31, married. Interviews 
arranged with interested parties. Box 883, The Crepit 


Wor _p. 
For Sale 


Credit Bureau with Collection Department, fully 
staffed, in a city of 50,000 located in the Middle West. 
Organized in 1914 and under present management for 
past 15 years. Has shown steady growth. Manager 
has other interests. Box 881, The Crepir Wor tp. 

160 McDonald Gravity-Lock Binders to the highest 
bidder before September 1. We have just switched to 
Cycle Billing. Ideal for posting sheets, 816” x 11.” 
Bindings are sturdy laminated fibreboard, plastic coated; 
covers and edges are bound in rust resistant metal; 
molded fibre corners protect your desks; and each binder 
has a 450-sheet capacity. Write: C. H. Schuyler, H. C. 
Capwell Co., Oakland, California. 
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“T would like to congratulate you on the excellence 

of the organization which made the Banff Conference 

possible. We are inclined to take many things for 

granted and this is my way of showing you that I 

realize that these things do not just happen.”— 

C. D. Smith, Manager, Credit Bureau of Montreal, 
Montreal, Quebec, Canada. 
=<) 

“The Banff Conference was certainly outstanding in its 
planning as well as execution. Everyone seemed to be keenly 
interested in attendance at both general sessions and group 
meetings, and many voiced their opinion that they had received 
a great deal of benefit from their attendance. I think you are 
to be complimented on the manner in which the meetings were 
conducted and especially for the advance planning.”—Chalmer 
Blair, Comptroller, Braley & Graham, Portland, Ore. 

=<) 

“I want to tell you again that we all feel you did 
a remarkable iob in staging a fine Conference at 
Banff.”—Chapin S. Carnes, President, Credit Bureau 
of Albuquerque, Albuquerque, N. M. 

=) 


“Even though there were a few disappointments to you at 
the Banff Conference which were uncontrollable, please know 
that we enjoyed the Conference immensely. That is a wonder 
spot of the world which we probably would not have visited 
for some time had there not been a Conference held there this 
year. So thanks go to you for the opportunity to spend such 
a delightful week at Banff.”—Harry P. Earl, Executive Vice 
President, Credit Bureau of Salt Lake City, Salt Lake City, 
Utah. 

4) 

“I am sure that all who attended the Banff Con- 
ference felt that it was a most worth-while Confer- 
ence.”—J. Gordon Ross, Manager, Customer Rela- 
tions, Rochester Gas and Electric Corp., Rochester, 
N. Y 


“I, would like to extend my congratulations to you on the 
splendid and efficient manner in which you handled the many 
details which were so necessary to the success of the Con- 
ference. In addition, I would like to thank you for the 
courtesies extended to Premier Manning and his family and 
myself during attendance at your Conference. I am sure that 
all the delegates who were at Banff agreed that it was a most 
successful Conference and I am hoping that sometime in the 
future it may be our pleasure to meet with you all again.”— 
Ronald D. McLean, Public Relations Officer, Government of 
the Province of Alberta, Edmonton, Alberta, Canada. 

i) 


“I wish to congratulate you on the completion of 
a fine meeting in Banff. Now that we can look back 
on it, knowing the weather had the cards stacked, 
but in spite of the handicap, it was a good meeting.” 
—Erwin E. Singleton, Manager, The Credit Bureau, 
Beaumont, Texas. 


oo 
1 


“The Banff Conference was one of the best I have ever 
attended and you and your staff are to be congratulated for 
so capably handling such a large Conference under such un- 
favorable conditions.’ The only fly in the ointment was the 
matter of the weather on Wednesday and Thursday, and of 
course, the flood conditions in the Pacific Northwest, and we 
could not do anything about that. The hotel service was of 
the very best, meals were fine, and the prices were reasonable. 
I was happy to have had the privilege of attending the Con- 
ference and look forward to some future date when we may 
have another one as attractive and constructive as the one 
at Banff.”—Charles M. Reed, Secretary-Manager, The Retail 
Credit Men’s Association, Denver, Colorado. 

ea) 


“May I express my appreciation for the splendid 
manner in which you conducted the National Con- 
ference at the Banff Springs Hotel. To me the Con- 
ference was thoroughly enjoyable and educational.” 
—Mary Findley, Secretary-Treasurer, Collins Art 
Co., Fort Worth, Texas. 








H. J. Burris 


H. J. BURRIS, for more than 16 years, Credit Man- 
ager, John Taylor Dry Goods Company, Kansas City, 
Mo., retired July 3. He became a member of Taylor’s 
staff in 1931 and in 1932 organ- 
ized the credit department for the 
store. Before joining Taylor’s, 
he was associated with Woolf 
Bros., Berkson’s, and Spaulding’s 
as Credit Manager. 

“Jeff,” as he is known to his 
host of friends, has been a widely 
known figure in both local and 
national credit circles. He was 
instrumental in the formation of 
both the Merchants Credit Bureau 
and the Retail Credit Association 
of Kansas City. He served as 
President of the local association and naturally was a 
charter member. He was President of the National 
Retail Credit Association during the crucial war year of 
1942. The credit fraternity of Kansas City recognized 
his many years of faithful performance in the profession 
by honoring him with a dinner on October 21, 1942. 
Adding to ‘the pleasure of the occasion were many con- 
gratulatory messages which paid tribute to the honored 
guest. 

His home address is 6511 Charlotte, Kansas City, Mo., 
and he would like to hear from his many old friends. We 
wish him a well-deserved rest and continuing years of 
health and contentment. Mr. Burris now joins the list 
of Honorary Life Members of the National Retail Credit 


Association. 
. 
Harry F. Reid 

HARRY F. REID has been appointed Controller of 
McLaughlin, Ward & Co., Jackson, Michigan. Prior to 
joining McLaughlin, Ward & Co., until 1933, he was 
associated with the Union Industrial Trust and Savings 
Bank, Flint, Michigan. For the past 15 years his busi- 
ness connection was with the Consumers Power Co. for 
whom he was General Credit and Collection Supervisor 
since 1938. Mr. Reid served as a Director, National 
Retail Credit Association for six years, is a Past Presi- 
dent of District Five, and was Membership Chairman, 
N.R.C.A., 1944-46. He will continue to be active in 
both retail and wholesale credit associations as his new 
connection boasts both a large retail and wholesale 
business. Mr. Reid attended Ferris Institute, where he 
majored in banking and finance. 


For Sale 

Six 2,000 card Wheeldex Rotary Index Files for 4” x 
154” cards with indexes and cards. $12.00 each. L. E. 
Jones, New Hampshire Finance Corp., 70 Market St., 
Manchester, New Hampshire. 
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W. H. BUTTERFIELD 


N THE August, 1947 issue of The Creprr Wor -p, 
I this Department analyzed and illustrated a major 
weakness of credit correspondence—the use of trite, out- 
moded_ phraseology. 

The response from readers was both gratifying and 
encouraging. Many of them wrote that they had clipped 
from the magazine our full-page list of objectionable 
expressions, and had placed it under the glass on the 
desk or posted it on the bulletin board. Some credit 
executives asked for additional copies of the list for 
distribution to all who wrote letters on the company 
letterhead. In short, the discussion of ‘“‘rubber-stamp” 
language in letters brought the heaviest mail response 
in the history of “Credit Department Letters.” 

But all this was a year ago. Meanwhile, the chronic 
fault of hackneyed phraseology has continued as the 
greatest single obstacle to higher standards in letter 
writing. 

Dead Language Makes Dead Letters 

So once again we pound away on a fact that should be 
obvious to any correspondent: Dead language makes 
dead letters, and dead letters kill reader interest! 

We give you the “Automatic Letter Writer” on the 
next page. Amusing? Yes. But still indicative of the 
“push-button” methods used by many who write letters. 

Now let’s analyze some of the bewhiskered language 
that turns up constantly in credit correspondence. The 
following list of twenty-five trite expressions is only a 
“starter,” but it’s a typical sample. Some of these terms 
are merely redundant; some are stiff and pompous; some 
are completely meaningless. Here they are: 

at an early date—Be more specific if possible. Other- 
wise, save words by saying soon or shortly. 

at the present writing—lInstead, say now. Why use 
four words to do the work of one? 

beg to state (inquire, request, announce, inform, assure, 
advise, acknowledge, remain, etc.) —Whatever it is that 
you want to do, don’t bea! Beggars rely on tin cups, not 
business letters. 

contents duly noted—A useless, antiquated expression. 
The reader has every right to assume that the content 
of his letter was “duly noted” before the reply was 
written. 

enclosed herewith please find—The reader can find 
the item in question only if you enclose it. Avoid a 
silly request and save words at the same time by saying: 
Enclosed is... .. or F emcleats..«..- 

for your information I might explain—Whatever you 
explain is obviously for the reader’s information, not for 
yours. 

I am (immediately preceding complimentary close )— 
Of course you are. If you weren’t, you could not have 
written the letter. 
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I have your letter—Ot course you have, and the reader 
will know it when he sees your reply. 

I should like to take this opportunity to say—Just 
say it, and it will be clear that you took the opportunity. 

in the event that—The long way around in saying if. 

in the near future—This means soon. Why not say 
so, and save the other three words? 

let me call your attention—How can the reader stop 
you? 

may I say—Of course you may; you're writing the 
letter. Why ask permission to do something that you are 
about to do anyway ? 

may I take the liberty—Webster defines taking a 
liberty as “‘a privilege or license in violation of propriety.” 
So if it really is a liberty you are about to take, don’t 
do it. And if it isn’t, don’t give your action the stigma 
of this term. 

our Mr. Blank—Very poor form in letter writing. 
Never apply the possessive to an individual. Instead, 
say: Mr. Blank, our assistant manager, etc. 

permit me to state—A pompous and pointless formal- 
ity, when you have no intention of awaiting permission. 

please be assured—An absurd request. The reader 
will be assured only if your letter is convincing. 

please sign this card (form, etc.) and return same— 
Same is an adjective. Do not use it as an adverb or a 
pronoun. Say: Please sign this card and return it. 

previous experience—There is no other kind. Say 
ex perience. 

the undersigned—Some correspondents use this out- 
moded term in order to avoid the pronoun J. It is far 
better to use the “perpendicular pronoun” occasionally 
than to resort to clumsy expressions that give your letter 
a stilted tone. 


Attitude of Self-Importance 


the writer—A pompous term that suggests an attitude 
of self-importance. When a personal reference is in 
order, handle it in the simple, natural way. Say J. 

this is to advise—But is it, really? Advise means “to 
give advice or counsel.”’ This word is often misused in 
the sense of “inform” or “tell.” 

under separate cover—A hackneyed manner of telling 
the reader that some item will be sent separately. A 
specific statement of the method of shipment is far 
more efficient, such as by parcel post, by air express, etc. 

your communication of recent date—A perfect example 
of pointless prattle. If reference to earlier correspond- 
ence is desirable, be definite: Your letter of September 
17. 

yours of recent date to hand—Obviously. Why waste 
six words on the self-evident ? wee 
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cipient of the letter, too.” 


(Sirs 

Dear (Madam: 
(Gentlemen: 
(Ladies: 


(favor 
(kind favor 
Your (esteemed favor of 
(appreciated favor 
(epistolary communication 


(come to hand. 
(been duly noted. 
has (been given due consideration. In reply we 
(had proper attention. 
(been read and noted. 


(reference to same 
(compliance with same 
in (view of stated facts we are remitting 
(pursuance of same 
(consideration of same 


(covering 
our check (to cover 
No. 2323 (as per 
(in compensation for 
(in 


remuneration for 


in the amount of 
to the amount of 


amounting to 
totalling the sum of 


The Automatic Letter Writer 


This “Automatic Letter Writer” was developed by the correspondence supervisor of a large 
utility company who gave a copy to each of his correspondents. He gave it to them with a 
message that they could use it if they wished to relieve themselves of the bother of having 
to think before they wrote a letter. He guaranteed that it would fit any kind of situation. 
To use the “Automatic Letter Writer” all a correspondent has to do is to refer to the chart 
to find the combination of phrases which will best answer the letter he has in front of 
him. As the inventor rightly says “The result will surprise the correspondent, and the re- 









(the 15th ult. 
(the 15th inst. 
(the 15th prox. 
(even date 
(current date 


(beg to state 
(wish to state 
(regret to state 
(beg to advise 
(would say 


(herewith 

(herein 

(attached herewith 
(attached hereto 
(inclosed herewith 


(the balance due 

(the balance due bill 
(your invoice 

(your statement 

(our ledger No. 468B16 


(be assured 
(rest assured 


(be informed 


) 
) 
for the amount of ) $0.15 Kindly (be advised 
) 
) 


(our records show 

(according to our records our account 
that (as per our records with you is 

(our books show 

(our ledgers show 


(remain, 

(beg to remain, 
We would (wish to remain, 

(remain as ever, 


(consider yourself informed 


(clear to date. 
(paid to date. 
(cancelled. 
(deleted. 
(stricken out, 


(remain forever, Yours very truly, 











Reprinted by permission of Dartnell Better Letter Service, Chicago, 111. 
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@ Large Spending Keeps Business Volume High @ 


BUSINESS ACTIVITY has continued to hold up even THE AREAS OF very good business include both the agri- 
better than was generally expected and no significant signs cultural sections of the country and some of the industrial 
have yet appeared which would indicate any reversal in the regions, In spite of some unfavorable weather, agricultural 
upward trend. Although variations among different indus- prospects are good and farm income is currently higher than 
tries and in various parts of the country have been wide, it was a year ago. Prices of most farm products are holding 
the general average has changed much less than usual. quite firm, while farmers have large quantities of crops and 
Business remains on the high plateau which has been main- livestock ready for market. The wheat crop now being 
tained for many months with the top of the plateau tilting harvested is very close to the record one of last year. De- 
slightly upward. mand from domestic consumers as well as for shipment 


’ abroad will be large for many months. 
THE TOTAL VOLUME of trade and industry, as meas- 


ured by financial transactions, now averages about 11 per 
cent higher than it was last year at this time and very 
close to the peak. Only in the holiday buying seasons has 
the volume been higher. The main factor in the increase 
has been the higher price level; and the physical quantities 
of goods sold are probably a little lower than they were 
a year ago. Activity in many of the service industries, 
especially those in the luxury lines, has been declining 


BUSINESS IS HOLDING up well in the industrial regions 
around the Great Lakes both in Canada and in the United 
States. Some of the heavy goods industries are making the 
best showing and in the cities where they predominate 
activity is being maintained best. Production in some of 
the non-durable goods industries has been gradually taper- 
ing off, although the changes have not been great in most 
lines. They account for the relatively poorer showing in 





gradually. the New England states, as well as in parts of the South 
ACTIVITY HAS BEEN stimulated from three major and Southeast. The other areas of very good business are 
sources. Consumers are still buying in large quantities, the Southwest, Texas, and the Pacific Northwest. In all 
not only from their current large incomes, but also from sav- parts of the country business volume is higher than it was 
ings and by means of the different forms of consumer credit. a year ago. 
Business is spending considerable sums for constructing and 
equipping plants to produce enough goods to meet the de- CANADIAN INDUSTRIAL ACTIVITY has reversed its 
mand, Exports are being maintained at almost as high a declining trend of the first few months of the year and is 
level as a year ago and very near to the peak. A substantial again approaching the postwar high. The total volume of 
percentage of current production finds outlets abroad. As trade and industry is estimated at about the same level 
long as these three factors continue to operate at high as it was a year ago.—BUSINESS BULLETIN, La Salle 
rates the level of business will be high. Extension University, Chicago, Ill. 
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District Nine in Salt Lake City, Utah 

New officers and directors elected at this year’s annual 
meeting of District Nine in Salt Lake City, Utah, are 
as follows: National Director, Wendell Romney, 
ZCMI, Salt Lake City, Utah; Alternate National 
Director, W. L. Bowen, Texas Co., Denver, Colorado; 
President, Roscoe Grover, First National Bank, Salt 
Lake City, Utah; Vice-President, Alton Partee, Enter- 
prise Finance Co., Albuquerque, N. M.; and Secretary- 
Treasurer, Joseph R. Loratt, Colorado National Bank, 
Denver, Colorado. Directors: Eldon L. Taylor, Glen 
Bros. Music Co., Salt Lake City, Utah; Chas. H. Kem- 
per, Joe Heaston Co., Santa Fe, N. M.; Robert S. Bow- 
land, Allen W. Kindle Co., Albuquerque, N. M.; 
Richard Hilton, Perkins-Shearer Clothing Co., Colorado 
Springs, Colorado; C. L. Ware, Ware Furniture Co., 
Cheyenne, Wyoming; W. L. Bowen, Texas Co., Denver, 
Colorado; Ted Press, Utah Power & Light Co., Salt 
Lake City, Utah; Murl C. Gallagher, Gallagher Busi- 
ness Machines Co., Albuquerque, N. M.; and Chris 
Jensen, Crews-Beggs Dry Goods Co., Pueblo, Colorado. 


Baton Rouge, Louisiana 
The Retail Merchants’ Credit Association, Inc., Baton 


Rouge, Louisiana, recently held their annual meeting .- 


and elected the following officers and directors for 
1948: President, H. F. Pretorius, C. H. Hebert & Co.; 
Vice-President, H. F. Williams, Home Finance Service; 
Secretary, William Decker, Retail Merchants’ Credit 
Association; and Treasurer, E. A. Sowar, Louisiana 
National Bank. Directors: R. J. Abbot, Darling Lum- 
ber Co.; St. George Hines, Peerless Laundry; Evans 
Roberts, Welsh & Levy Clothing Co.; W. B. Quine, 
Quine’s Auto Service ; Louis Selig, Rosenfield Dry Goods 
Co.; L. J. Persac, City National Bank; Fred Bahlinger, 
Kornmeyer Furniture Co.; A. W. Causey, I. M. 
Causey & Co.; J. G. Laborda, Sears Roebuck & Co.; 
Marian O. Brooks, Belisle Cleaners & Furriers; J. M. 
Shanahan, Southern Bell Telephone & Telegraph Co.; 
A. H. May, Goudchaux’s Department Store; Lawrence 
Mann, Standard Motor Car Co.; and H. S. Stone, 
Gordon Jewelers. 
District Ten at Banff, Alberta, Canada 

District Ten held its annual meeting at Banff, Alberta, 
Canada, and elected the following officers and directors: 
President, J. H. Fisher, Meier & Frank, Portland, 
Oregon; Vice-President, Ed Anderson, Shell Oil Co., 





To do more business profitably, and to help 
locate “lost customers, always take a com- 
plete credit application from all new accounts 
and check these through your Credit Bureau. 
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Seattle, Washington; and Secretary-Treasurer, Avadana 
Cochran, Credit Bureau of Kitsap County, Bremerton, 
Washington. Directors: Herb Barnes, Vancouver 
Motors, Ltd., Vancouver, B. C., Canada; Bessie Kayser, 
Heider’s Radio, Salem, Oregon; Jack Pengelly, C. E. 
Carlson Co., Spokane, Washington; Donald Farr, Farr 
& Elwood, Coquille, Oregon; W. G. Ellis, David 
Spencer, Ltd., Victoria, B. C., Canada; Barney Murphy, 
Strain Bros., Great Falls, Montana; Gil Abbott, Hud- 
son’s Bay Co., Calgary, Alberta, Canada; Carl Smith, 
Eugene Water Board, Eugene, Oregon; F. N. Gould, 
Jr., Texas Company, Butte, Montana; Harold A. Bell, 
Bell & Mitchell, Ltd., Vancouver, B.C., Canada; Arthur 
W. Lynn, First National Bank of Portland, Portland, 
Oregon; and L. E. Stairett, Washington Water Power 
Co., Lewiston, Idaho. National Director, Elmo Stef- 
fensen, Grant Street Furniture Co., Helena, Montana; 
and Alternate National Director, Wendell Sizemore, 
National Bank of Commerce, Seattle, Washington. 


Lewiston, Idaho 

At the annual meeting of the Lewiston-Clarkston Retail 
Credit Association, Lewiston, Idaho, the following 
officers and directors for 1948 were installed: President, 
L. E. Stairet, Washington Water Power Co.; Vice- 
President, J. Harley Ferris, Lewiston Tribune; Treas- 
urer, Clare Wellman, Potlatch Forests, Inc.; and Secre- 
tary, Frank Drong, The Credit Bureau. Directors: 
Paul Schurman, Schurman-Wasem Hardware, Clarkston, 
Washington; Leo J. Stelzmiller, Murphy Finance Com- 
pany; Hugh Helpman, McMonigle Chevrolet Company ; 
G. W. Kjosness, Madison Lumber & Mill Company; 
Claire Ausman, Lewiston Grange Supply; Ralph Baker, 
The Emporium; Dwight Barton, Evergreen Sales & 
Service; J. Melvin O’Neal, Idaho First National Bank; 
M. B. Mikkelson, Prairie Flour Mill; Frank Fix, C. C. 
Anderson Stores Company; Robert Somerville, Erb 
Hardware; and Marion Montagne, Lewiston Plumbing 
& Heating. 

Omaha, Nebraska 

The annual May election of the Associated Retail 
Credit Grantors of Omaha, Omaha, Nebraska, resulted 
in the following selections for 1948-49: President, Dean 
Ashby, J. L. Brandeis & Sons; First Vice-President, 
Norbert G. Bausch, H. W. Miller Electric; Second 
Vice-President, Rella Heflin, Kindy Optical Co.; Secre- 
tary, Allen T. Hupp, Associated Retail Credit Bureau; 
and Assistant Secretary & Treasurer, Earl Higgins, 
Associated Retail Credit Bureau. Directors: Kate 
Bristow, Berg Clothing Co.; F. W. Kaster, Micklin 
Lumber Co.; Mrs. M. H. Kretschmer, J. G. Kretschmer 
& Co.; Harry Pearce, Metropolitan Utilities District; 
Nancy Peterson, Louis A. Borsheim Co.; Betty Shields, 
Robinson’s; Nels Velander, Boyer Lumber & Coal Co. 
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DEPARTMENT STORES 


(Open Accounts) (Installment 


CITIES 


1947 


Atlanta, Ga 
Baltimore. Md 0/49.9/4271473/502 
Birmingham, Ala 8/57.5|43 5|503|587 
Boston. Mass 
Cedar Rapids, Ia 640/62 616! 7/62 216 
Cincinnati, Ohio 652/493 63.2 
Cleveland, Ohio 59.7 |487 64 | 
Columbus, Ohio 
Davenport, Ia 
562/476 
Des Moines. Ia ab ee 
Detroit. Mich _ — 
Grand Rapids. Mich 


Kansas City. Mo 


Denver, Colo 


1/64 .2|56.9 
Little Rock. Ark - — _ 
623/49 | 
510/492 


Los Angeles, Calif 
Louisville. Ky 
Lynn Mass 
Milwaukee. Wis 
Minneapolis, Minn 
New Orleans, La 
New York,NY 
Oakland. Calif 
Omaha, Neb 
Pittsburgh, Pa 
Providence. R. I 

St. Louis. Mo 

Salt Lake City. Utah 
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Sah Francisco, Calif 
Santa Barbara. Calif 
Sioux City. Ia 
Spokane Wash 
Springfield. Mass. 
Toledo. Ohio 

Tulsa, Okla 
Washington. D.C 
Worcester. Mass 
Youngstown, Ohio 
Ottawa Ont 


Vancouver B.C 











DEPARTMENT STORES 


Accounts) 





Victoria, B.C 


INSTALMENT ACCOUNTS outstanding at department 
stores showed a further rise in May, and continued around 
two-thirds larger than on the corresponding date last year. 
Collections on instalment accounts were in about the same 
volume as a month earlier, but the ratio of collections to 
instalment accounts outstanding on May 1 was 24 per cent, 
one point below the April ratio. At the current rate of 
collection, accounts would be repaid, on the average, in 
seven months. Charge accounts receivable remained at the 
level of the preceding month, but were 15 per cent higher 
than on May 31 a year ago. Charge-account collections 
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during the month showed a 2 per cent rise, and the collection 
ratio of 52 per cent was one point higher than in April 
The average repayment period for accounts outstanding in 
May again amounted to approximately 58 days. The volume 
of sales, both for cash and on credit, showed little change 
from April to May. Cash sales, which made up 52 per cent 
of total sales in May, were down 5 per cent from the year 
ago level. Instalment sales continued to show a substantial 
rate of expansion over the year-period, but charge-account 
sales were up only 6 per cent from May 1947.—Federal 
Reserve Board. 














TOTAL CONSUMER CREDIT at the end of May 
is estimated at 13.8 billion dollars, representing an 
increase of nearly 2 per cent from the amount out- 
standing on April 30. The 205-million-dollar gain 
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during the month was approximately the same as that DEPART- | 
occurring in the preceding month and was again at- ee? A sd ne 
tributable to expansion in the instalment segments. MONTH ING AND | TURE | APPLI- | BLRY | OTHER 
Instalment credit rose 220 million dollars during May ame | el eel? | ae eee 
and at the end of the month amounted to 6,957 mil- HOUSES | mee a 
lions. Indebtedness arising from automobile sales | | | 1,805 469 | «(619 313 120 284 
accounted ¢ Lout ¢ fifth 2 the aain in total Sea | 1,012 254 | 391 130 77 160 
accounted for about two-fifths o e gain in tota geo | "644 174 =| 271 29 66 101 
instalment credit. Other instalment sale credit rose 144 
3 per cent for the second consecutive month and was Fear eeee | 515 | 138 | 4 | O81 
55 per cent larger than a year earlier. On May 31 1945 
instalment loans outstanding amounted to 3,673 mil- June_--_---- | 532 | 151 237 11 - | = 
lion dollars. This was 75 millions greater than the P 1046 on -~ _ s T 2 1 ae 
preceding month-end balance and nearly 31 per cent oer | : 
alaine ; : ‘ 1947 
above the level of a year earlier. Charge accounts ae | og ss | 352 | of 4 155 
and single-payment loans, accounting for the greater (a | 1,155 423 | 395 | 36 | «(119 182 
proportion of noninstalment credit outstanding, again December-—-| 1,688 | 523 | 82 192 | «266 
. ° e 3 ° . 1948 | | 
showed fractional declines during the month. inn... | 1.018 032 | 502 | se | ate | 24 
. . . February__--| 1,581 62 | 52 164 4 
Ratio of Collections to Accounts Receivable’ eer ——-| a | cS 7lCU«d‘LSsé | 160 | O55 
a April________ 1,669 | 680 | 511 60 | 155 | 263 
INSTALMENT ACCOUNTS | accouNTs . 1,725 704 | 529 | 65 | 155 | 272 
MONTH | DEPART-/| FURNI- | ona ibe! JEWELRY | DEPART- 
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STORES | STORES | stores | STORES DEPARTMENT STORE SALES BY TYPE 
——COU | 
December....| 20 11 12 23 46 (Percentage of total sales) 
1942 | os | CHARGE- 
December---. 31 18 15 30 65 YEAR AND MONTH | CASH SALES | INSTALMENT! accouNT 
1943 SALES SALES 
December__- 35 22 22 55 63 1941—December-__-___----_ | 53 | 6 | 41 
1944 = - - ~ . 1942—December-__----.-- 61 5 34 
December —_... , ’ . 1943—December______-_- 65 4 31 
1945 
iain | 0 24 48 46 61 1944—December-__------ 64 4 32 
1916 1945—December-__-_-_-_---- 64 4 } 32 
December---.| 35 26 47 44 5A 1946—December-_------- 57 5 38 
aoe. en 23 a os = 1947—January__----_---- 57 6 37 
ee Masiatiicens 28 23 46 24 54 | ET 55 6 39 ; 
December-_-_-_ 29 20 39 31 Be December-_-..----- 54 7 | 39 
; 1948 os - 9s 9 83 1948—January.___---.--- 54 7 39 
anuary-.__-- " 
February__--| 23 17 32 i8 49 POUR ons non 5 po 
March-----_- 27 19 35 20 53 ae 52 7 41 
"PES 25 19 33 =| 8620 51 Ne ctcteiehicthneecninins 51 8 41 
a 24 19 34 20 52 a ee 52 e 7 Aes : 41 . _: 
1Ratio of collections during month to accounts receivable at a 
beginning of month. 
TOTAL CONSUMER CREDIT, BY MAJOR PARTS 
[Estimated amounts outstanding. In millions of dollars) 
END OF MONTH TOTAL | TOTAL | one i SINGLE- | cHARGE SERVICE 
OR YEAR CONSUMER INSTALMENT SALES CREDIT | LOANS PAYMENT | ACCOUNTS CREDIT 
| CREDIT CREDIT TOTAL AUTOMOTIVE OTHER : LOANS 
ares 9,899 5,924 3,744 1,942 1,802 2,180 1,601 1,764 610 
_ _, ane 6,485 | 2,955 1,491 482 1,009 464 1,369 1,513 648 
_ —s Ra 5,338 1,961 814 175 639 1,147 1,192 1,498 687 
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13,804 6,957 3.284 | 1,559 1,725 3.673 2'654 3,255 938 
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Ghanting Credit in Canada 


C. B. FLEMINGTON . . Canadian Correspondent 





Rendesvous in Bantt 


CARL B. FLEMINGTON, M.C.I., Secretary-Manager, Credit Bureau of Toronto, Toronto, Ontario 


OLLOWING THE CALL to order by Presi- 

dent Hugh L. Reagan and with the singing of 
one verse of “My Country ’Tis of Thee” followed 
by the first stanza of “God Save The King” and 
culminating in “The International Anthem,” the 
International Credit Conference was officially 
opened, at the Banff Springs Hotel, Banff, Al- 
berta, Canada, Tuesday, June 8, 1948, 9 a.m. 
The Conference was sponsored by The National 
Retail Credit Association, The Associated Credit 
Bureaus of America, The Associated Credit Bu- 
reaus of Canada, The Credit Granters’ Association 
of Canada, and The Credit Women’s Breakfast 
Clubs of North America. 

This event attracted delegates from almost every state 
in the United States as well as from all sections of 
Canada as far east as Montreal. In the midst of a 
setting of regal splendour in the Canadian Rockies, 
credit executives, credit bureau managers and_ those 
interested in consumer credit extension generally, met 
to discuss common problems and to devise ways and 
means of elevating and enhancing the status of credit 
granting in all its phases and to foster relationship be- 
tween store and customer and to discuss freely and 
frankly problems which confront us all. 

Sunday, June 6 was the big day for the arrival of 
delegates by plane, train and bus, and the welcoming 
committee may be justly proud of the magnificent manner 
.in which its duties were carried out. Nature cooperated 
wholeheartedly in providing a perfect day. The bright 
sunshine and gentle breezes left nothing to be desired 
and the panorama before us was one long to be remem- 
bered. The varying clouds reflected their glory in 
shadowing changes on the slopes, while the mountain 
peaks pierced the fleecy clouds high overhead. 

To even attempt to describe the majesty of the scene 
which lay before us would result in near sacrilege, but 
needless to say, those of us viewing this extravaganza 
of nature for the first time, felt a thrill and an ex- 
pectancy which is beyond my powers of description. The 
towering mountains, covered in regions with millions of 
evergreens and other foliage and, yet again absolutely 
bare of vegetation, were overpowering in their immensity. 
Their snow covered peaks and glacier formations com- 
bined to make a veritable fairy-land of splendour and 
incredulous beauty. It seemed as though we had been 
transformed from a world of reality and self importance 
to one of adoration and humility; one in which we felt 
as never before perhaps, the true depth of our insignifi- 
cance. As the setting sun cast its shadows in ever chang- 
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ing array and we stood in the twilight, there in the 
greatness of God’s amphitheatres, even until night com- 
pleted its mantle, verbal expressions were audible 
proclaiming self wonderment and awe. 

Strange thoughts pervade one’s mind under such cir- 
cumstances and as one after another breathed their 
personal reaction to a soul stirring experience, I could 
not but recall the words of Elizabeth Barrett Browning’s 
Rhyme of the Duchess May, “And I smiled to think 
God’s greatness flowed around our incompleteness— 
Round our restlessness, His rest.” These words were of 
special significance to me and I feel they need no apology 
or hesitancy of repetition. 

Monday, June 7 was an open day. Meetings were 
confined to small committees, as it was felt that under 
such conditions concentration would far better follow 
than preface an opportunity to see Banff and the sur- 
rounding country. Arrangements had been completed to 
include a sightseeing trip to Lake Louise and here again 
we spent several hours amid the unrivalled and un- 
spoiled beauties of nature. Suffice it only to say that no 
previous conjecture, no pictorial effort, or movie film, has 
ever done justice to this jewel 7in the Rockies’ crown. 

It seemed incredible as we stood at the water’s edge 
that the glacial formation which we viewed between the 
mountains was in reality, many miles distant. The bright 
emerald hue of the lake reflected the glories that sur- 
rounded it. The huge Chateau was in stages of prepara- 
tion for the thousands of tourists who this year will in- 
clude Lake Louise in their holiday schedule. 


Scene From Banff Springs Hotel 


The Conference headquarters were of course centered 
in the Banff Springs Hotel where the majority of us 
were privileged to stay. Never will I forget the scene 
which presented itself from my room windows on the 
seventh floor. The Bow River spurred by its falls a 
little farther up, flowed ceaselessly through the canyon 
between the mountains. Small islands dotted its stream 
and on the right the golf course followed along its bank, 
which seemed never ending in its spread to the foot of 
the glacier beyond, and to the left of Tunnel Mountain. 
The spacious lounges and beautifully arranged ante- 
rooms provided a setting for the Conference sessions. 
The program was so prepared that it set forth all ad- 
dresses and panel discussions under various groupings. 

The general sessions included well planned interpreta- 
tions and credit clinics in all phases for the advantage 
of those interested in credit problems, other than of a 
specific nature. 

On Tuesday, June 8 Canadians appearing and con- 
tributing included Eric Marsden of Vancouver, B. C., 
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immediate Past President of The Credit Granters’ Asso- 
ciation of Canada and a Director of The National Retail 
Credit Association, who gave in eloquent manner the 
address of “Welcome to Canada.” Greetings were re- 
ceived from Sidney T. Richardson of Toronto, President 
of The Credit Granters’ Association of Canada, who 
expressed the pleasure of the Association in extending 
best wishes to those assembled. These came from the 
heart of one who has filled the office with distinction 
and who realizes the vital need of this Association to 
those interested in consumer credit granting. Unfortu- 
nately, B. K. Sandwell, Editor-in-Chief of Saturday 
Night, Toronto, was unable to be present to give his 
address which was scheduled for noon on Tuesday. 

The Honourable E. C. Manning, Premier of Alberta, 
addressed a mass assembly of all delegates on Wednesday 
morning on the subject, “International Cooperation,” 
and his masterly presentation left a deep impression on 
all who were privileged to hear him. 


Canada Was Ably Represented 

Canada was ably represented in the various discussion 
groups under the direction of G. N. Abbott, Hudson Bay 
Company, Calgary, Alberta, Canadian Chairman. 

K. G. Montgomery, Sterling Finance Corporation, 
Edmonton, Alberta, as Co-Chairman of Banking and 
Finance Group. 

W. J. Tate, Bryson, Graham Company Limited, 
Ottawa, Ontario, as Co-Chairman of Department and 
Apparel Stores Group. 

Arthur G. Wilson, The Robert Simpson Company 
Limited, Toronto, Ontario, dealt ably with the subject 
“The Taking and Processing of Applications,” under 
the Special Topics Dvision. 

Harold Genser, Genser & Sons Limited, Winnipeg, 
Manitoba, as Co-Chairman of Newspapers and Pub- 
lishers Group. 

Sidney T. Richardson, British American Oil Company 
Limited, Toronto, Ontario, as Co-Chairman of The 
Petroleum Group. 

The Credit Clinic Panel which was of considerable 
interest and value included the following Canadians: 

H. O. Schultz, Credit Bureau of Calgary, Calgary, 
Alberta. 

Thomas Downie, Retail Credit Grantors’ Bureau 
Limited, Vancouver, B. C. 

A. G. Wilson, Robert Simpson Company, Limited, 
Toronto, Ontario. 

M. A. Davis, Hartney Company, Limited, Montreal, 
Quebec. 

The Credit Granters’ Association of Canada held 
sessions dealing with specific matters affecting the activi- 
ties of the Association. The deliberations under the 
Presidency of S. T. Richardson were constructive and 
should have far reaching results in the extension of its 
program for the ensuing year. Harold Genser, Genser 
& Sons, Limited, Winnipeg, Manitoba, was elected 
President for 1948-1949 and the next annual meeting 
is to meet in Winnipeg in September, 1949. 

Canadian Credit Bureau Managers were represented 
on the following panel discussions which were held under 
the auspices of the Associated Credit Bureaus of America, 
Credit Bureau Division: 





“Handling Service Complaints’—C. H. Williams, 
Edmonton, Alberta. 

“Systemizing Service for Faster Reporting’—C. B. 
Flemington, Toronto, Ontario. 

“Oil Company and Special Reporting” —A. D. Sinclair, 
Ottawa, Ontario; and Harry B. Dawson, Victoria, B. C. 

“Selling Credit Bureau Service”—G. D. Smith, Mon- 
treal, Quebec. 

Discussions held by the Collection Service Division 
also proved most helpful and instructive. 

The Associated Credit Bureaus of Canada held their 
regular meeting in conjunction with the Conference and 
it was felt that definite headway has been made relative 
to the reissuance of a Canadian magazine to replace 
Credit in Canada. The matter of a field representative, 
under joint auspices of The Associated Credit Bureaus 
of Canada and The Credit Granters’ Association of 
Canada, was also discussed and a Committee was formed 
under the Chairmanship of G. Don Smith, Credit Bureau 
of Montreal, Limited, Montreal, Quebec, to formulate 
plans and make definite recommendations to the annual 
meeting of The Associated Credit Bureaus of Canada 
to be held in Winnipeg, October 11, and 12, 1948. 
Harold Genser, newly elected President of The Credit 
Granters’ Association of Canada, will represent his 
Association on this Committee. 

In view of work accomplished, friendships made and 
the exquisite surroundings, together with the spirit of 
international goodwill prevailing, there was sadness of 
farewell in parting, but, it was a grand Conference and 
those responsible for its conduct in all phases deserve the 
highest commendation. 

To L. S. Crowder, Hugh L. Reagan, Harold A. 
Wallace, Arthur H. Hert and many other good friends 
from the south, and Thomas Downie of Vancouver, 
Harry Schultz of Calgary, S$. T. Richardson of Toronto 
and Harold Genser of Winnipeg, we extend our special 
thanks for their untiring efforts toward the success of the 
Conference. 

To one and all, “May our paths soon cross again.” 


CREDIT WORLD Files 


WE NOW HAVE available a handy, attrac- 
tive cardboard file container resembling 
buckram in which you may conveniently 
store your copies of The CREDIT WORLD. 
Each file will hold 24 issues (2 years) and 
may be kept on your desk or in your book- 
case for ready reference. The title is clearly 
printed on the backbone of the file in pleas- 
ing blue ink. Year labels from 1941 through 
1950 furnished with each file. A reader’s 
index of selected articles is printed on the 
back for your convenience. 


When you have this neat container at your 
finger tips you needn’t fumble for your copy 
of last May—it will be there in the holder 
with all the other current copies. 


ONLY 7@5e EACH 
NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Mo. 
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HERE ARE OUR instructions for the check authorizers 
in our store: 

Date: Do not accept a check which is postdated or 
which the customer asks you to hold until some future time 
before depositing. An instrument of this kind is no longer 
a check—merely a promise to pay. Accept no check on 
which the date has been altered, unless the alteration is 
initialed by the maker of the check. If a check is over 90 days 
old, please refer it to the credit office, as it will be rejected 
by the bank. 

Payee: <A check payable to “self must be endorsed by 
the maker of the check. A check payable to anyone else 
must be endorsed exactly as written on front of the check. 
Checks payable to “cash” should be endorsed by the person 
presenting them. By comparing the endorsement with the 
maker’s signature, stolen checks can often be detected. 

Signature: -On company checks where several lines are 
provided for authorized signatures, and only one signature 
appears, determine whether or not one signature is sufficient. 
Beware of checks with rubber stamped firm name! Call the 
bank and determine the existence of such an account. Be 
sure that signatures on personal checks are complete with 
the permanent address and telephone number whenever 
possible, 

Endorsement: All checks payable to anyone other than 
“cash” or “self”? must be endorsed exactly as appears on the 
front of the check. If a check is payable to two or more 
parties, the check must be endorsed by all parties named. 
If a payee’s name is misspelled, it should be endorsed exactly 
as written, then he should sign his name, properly spelled, 
below. Some checks have vouchers attached to the check, 
with a space provided for the payee’s signature. See that 
all places are signed. All government, insurance, and many 
corporation checks must be endorsed in ink or indelible pencil, 
and it is a good plan to ask that ALL checks be endorsed 
in the same manner. It is important that the address and 
phone number of the endorser be obtained, because the en- 
dorser must be notified at once in case the check is not 
honored. 

When a customer is endorsing a check payable to someone 
else, it is your responsibility to determine her right to sign 
the payee’s name. This often happens with a wife endors- 
ing her husband’s name or an individual endorsing a check 
for a firm. ‘This right to act as agent can usually be deter- 
mined by a phone call to the person whose name is being 
signed. When a payee is unable to write his name, his 
endorsement should be made by the mark of “X,” witnessed 
by two persons, with their addresses. 

Sale Identification: If a check was given in payment 
of merchandise, it must be noted by the salesperson making 
the sale in order that our forgery bond be effective. Make 
notation of the salesperson’s number, the amount of pur- 
chase, and the type of transaction, such as: take, send, will 
call, etc. 
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nstructions for Chec 





k Authorizers 


Note the general appearance of the check: Rubber stamps, 
illegible or poorly written signatures, errors in typing, or 
printing such as excessive use of commas, etc., are quite often 





the means of distinguishing between a valid and a worthless 
check. Such phrases as “payment in full for rent,” etc., are 
often used to mislead. In 90 per cent of cases there is an 
error in a fraud check. Notice the handwriting of the 
endorsement. If it is similar to that on the front of the 
check, investigate carefully; you may uncover a bad one. 

U. S. Postal Money Orders: Endorsements must be on the 
line marked “payee.” Do not write in the upper line or 
on the front in the space marked “received payment.” 
Postal notes can not be cashed. A government money order 
may be endorsed only once. 

Foreign Checks should be referred to the credit office, 
including those of the Canadian Government. 

Travellers Checks: Be sure the party countersigns in your 
presence, on the line provided for that purpose. If the check 
has been signed before presentation, have the customer write 
his name for you so you can compare the signature. Always 
obtain the permanent home address! 

Special Drafts or any unusual check form with which you 
are not familiar should be referred to the credit office. 

County Warrants: Accept only local County Warrants. 
There are some localities still in arrears on payments of old 
warrants and it is advisable that all but local County Warrants 
be sent to the credit office. 


Watch Counter Checks Closely 


Watch these closely, for quite often 
such checks are written/on the spur of the moment, in the 
hope that they can be cashed. Call the bank. If you do 
not know the customer presenting the check, make certain 
the person actually is who he claims to be. Social Security 
cards, and other identification carried on the person are of no 
value because the purse containing them together with the 
check you are cashing may have been stolen. If he says “I 
know Jack Brown in the Credit Office,” do not hesitate to 
call Jack Brown. If the check is good, the customer will 
not object to the investigation. If he gives you an address, 
verify the fact, if you can, that he actually is known there. 
Personal checks must have personal identification. Remem- 
ber: Because the company is well-known is not proof that 
the check has not been stolen or forged. Watch the customer 


Counter Checks: 


who gives the “rush act” after banking hours. Do not de- 
pend too much on the fact that you have “never taken a 
bad one.” Do not hesitate to put descriptive information 
such as color of hair, eyes, disfigurements, etc., on the back 
of the check that may assist you in recalling the person and 
the transaction later on. A stranger cashing a check expects 
to be investigated. Above all, do mot take unnecessary 
chances—Fred Hesse, Manager, Credit Sales Department, 
Lipman Wolfe & Company, Portland, Oregon. Lelalel 
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RETAIL SALES account for 60.0 cents out of each 
dollar of all consumer spending, the Commerce Depart- 
ment analysts estimate. Food stores, 27.6 cents; auto 
dealers and filling stations, 15.9 cents; eating and drinking 
places, 10.1 cents; liquor sellers, 1.4 cents; men’s clothing, 
1.8 cents; and women’s clothing, 3.2 cents. These do not 
include rent money, what is spent on amusements, doctors’ 
bills, lawyers’ fees, etc. 


x k * 

A CHICAGO ARCHITECT has designed a store which 
will make it possible for customers to do all their shop- 
ping from car seats. Each department of the store is 
actually an island flanked by a driveway. Saves time, shoe 
leather and baby-sitting fees. 


xk *k * 

INSTALMENT ACCOUNT OUTSTANDING at 
household appliance and furniture stores showed further in- 
creases in May, while those at jewelry stores remained at 
the April level. The outstanding balance on instalment 
accounts of household appliance stores more than doubled 
over the year, but the rise in furniture store accounts for 
the same period was less marked. The year-to-year gain 
in jewelry store accounts receivable amounted to 37 per 


cent. 
x *k * 

IT IS ANTICIPATED that in 1948 about one-fourth of 
all families will again spend more than the current year’s 
income. This is neither surprising nor alarming, in view 
of the known shortages of living quarters and the backlog 
of demand for new cars and certain other major durable 
goods, which are again available in larger quantities. 


x £ <= 

COLLECTIONS ON INSTALMENT accounts of 
household appliance stores were somewhat improved in 
May, and the collection ratio rose one point to 34 per cent. 
The ratios for furniture and jewelry stores were unchanged 
for the third consecutive month at 19 per cent and 20 per 
cent, respectively. 
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SALES OF RETAIL stores in April are estimated at 
$10,520,000,000—about 11 per cent above a year ago. Pos- 
sible reasons for the quickening sales: (a) consumer fears 
that the defense and European-aid programs may tighten 
supplies in the future. (b) some weakening in price resist- 
ance by consumers as expected declines failed to materialize. 
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NEW HOUSING UNITS started during April rose to 
90,000—a welcome increase of 20,000 over March. A total 
of 257,000 new permanent housing units were put under 
construction during the first four months of 1948 as com- 
pared with 205,000 starts during the corresponding period 
of last year. 
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FURNITURE STORE SALES showed somewhat less 
than the usual seasonal rise in May, with small increases 
registered in both cash and credit sales. Cash sales were 
12 per cent smaller than the May 1947 volume. Credit 
sales were larger than a year earlier; charge-account sales 
were up 2 per cent, and instalment sales, 17 per cent. 
Inventories declined 3 per cent, but at the end of the month 
were 16 per cent above those held by credit-granting retail 
furniture stores a year ago. On May 31 they averaged 
about four months’ supply at the current rate of sale. 
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MONEY IN CIRCULATION at the start of June 
amounted to an average $189.94 for every American. This 
was 39 cents more than a month earlier. The Treasury 
reported July 7 that money in circulation totaled $27,812,- 
102,047.00. The population is estimated at 146,426,000. 
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INSTALMENT ACCOUNTS RECEIVABLE at furni- 
ture stores showed a small gain in May, and exceeded the 
year-ago level by 48 per cent. Collections on instalment 
accounts increased slightly from April to May, and the 
ratio of these collections to accounts outstanding on May 1 





was 19 per cent, the same as the ratio for the two preced- 
ing months. At the May collection rate instalment ac- 
counts would be outstanding about nine and one-half 
months. 
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SOARING PRICES IN the United States will not 
reach their peak until early 1949, at the earliest, is the 
latest estimate of government economists. They predict 
that prices will mount for the next six months under the 
impact of military spending and foreign-aid buying. They 
point out that prices will have been rising for ten years 
by 1949—something of a national record. 
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THE PRINCIPAL CASH-LENDING institutions ex- 
perienced a 56 million dollar gain in consumer instalment 
loan balances during May. This increase brought the total 
amount outstanding to $2,910 million at the month-end, 
about 28 per cent higher than that of a year earlier. The 
volume of loans made during the month, 473 million, was 
about 4 per cent less than the April total, but around 13 
per cent above the figure for May 1947. 

 &.& 

BOND CASHING BY small savers is one of the sup- 
ports for retail sales, which continues to set new records. 
Cash-ins of Series E Savings bonds have exceeded purchases 
for the second straight month, in the face of a renewed 
Treasury campaign to sell these bonds, which started in 
mid-April. 
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LATEST MACFADDEN WAGE Earner Forum re- 
ports 82.6 per cent of workers are buying or will buy on 
instalments. The percentage is highest in the South (90 
per cent); lowest in the Northeast (75 per cent). 
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REAL PURCHASING POWER of per capita income 
after taxes has failed to rise in the second quarter, since 
living costs are up as much as incomes. The purchasing 
power of incomes is still 8 per cent below the first quarter 
of 1946. The level, however, is still 41 per cent above 1939. 
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CREDIT FOR INSTALMENT buying of furniture, 
radios, refrigerators, washing machines and similar items 
is rising an average of slightly below $57 million a month. 
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REAL ESTATE LOANS made up 6 per cent of the 
assets of the 13,500 Federal Department Insurance Cor- 
poration-insured banks at the start of this year, compared 
with only 3 per cent two years earlier. The chairman of 
the FDIC warned that banks should be cautious about 
further increasing real estate loans. 
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THERE ARE WIDE variations in clerical salaries in 
various cities, according to facts compiled by the National 
Industrial Conference Board. While the national median 
for office boys in April was $31.00 a week, the median in 
St. Louis, Mo., and Boston, Mass., was $43.00, but the 
Cincinnati, Ohio, median was $37.00; the San Francisco 
median, $52.00. ee 


THE NATIONAL FEDERATION of Small Business 
and a number of trade associations have filed briefs against 
the unfair competition from army post exchanges and navy 
ship stores. hese stores are not now collecting excess 
taxes, thereby diverting some business away from civilian 
retailers. The N.F.S.B. and the others concede the Army 
is not a retailer but the PX sales are in effect retail sales 
and should so be taxed. 


2 
THE AMERICAN BANKERS ASSOCIATION points 
out that in 1941 between 18 and 20 million families were 
using consumer credit, while today only 9 million families 
are using it. The gap between these figures is even more 
startling when it is recalled that there are several million 
more families now than in 1941. 
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A MESSAGE 
FROM THE PRESIDENT 








LL OF US should constantly ask ourselves the question, 
“Would you deal with yourself?” If we answer it hon- 
estly, many errors would be avoided. Business would proceed 
smoothly, efficiently, and more profitably. The increased co- 
operation and consideration for others would add greatly to 
the welfare of the retail credit profession. 


It is a worthy and constructive ambition in the field of 
retail credit management to conduct ourselves according to 
the highest principles of integrity and fairness, to remember 
our obligations to society, and to deal with others as we would 
like them to treat us. 


We, as retail credit granters, should keep in mind that 
we are a part of a vast economic system intended to bene- 
fit everyone. A business that does not efficiently, econom- 
ically, and courteously provide its customers with their needs 
eannot prosper for long. Jt is cooperation that puts life into 
that system. Nothing can be lost by having too much co- 
operation, but everything can be lost without it. 


No matter what you are, a credit executive, credit bureau 
manager, or collection service division manager, you can do 
your part better and get what you want more quickly, if you 
show the same consideration to your customers and business 
associates that you would want them to show you. 


Bear in mind that the advancement our National Retail 
Credit Association will make during the coming year simmers 
down to the one good live word full of meaning, cooperation; 
more than just a word it is a splendid policy. Under that 
policy we cannot help being constructive and showing marked 
progress which will make all of us proud to be a part of our 
Association. 


Good luck and more power to you. 


PRESIDENT 
NATIONAL RETAIL 
CREDIT ASSOCIATION 














